BANKERS 
MONTHLY 


Nerry 
Chris tmas 


Every Bank May Provide Foreign 
Banking Services For Its Customers 


Agricultural Loans Increased By A — 
Farm Loan Program. . . 


How To Protect warded ia From 
Fire Losses. P 


We Feel Safer With A 
Definite Investment Policy . 





Only Two Stop Payments — We 
Formerly Had Dozens. . 602 


DECEMBER 1947 


Time-Stamped Vault Records... 


protection for hanks and hox holders 


Time-stamped vault records are an important protection for banks and 
their box holders. IBM Time Stamps provide these accurate records 
of visits to vaults by imprinting the exact date, hour, and minute on a 
card or sheet of paper. This is particularly valuable in proving the time 


that safe deposit boxes were available to lessees. 


IBM Time Stamps may be operated individually, direct from A. C. or 
D. C. current, or may be part of an IBM Electric Time System in which 
a Master Control regulates automatically all time indicating, recording, 


and signaling units. 


TIME RECORDERS AND ELECTRIC TIME SYSTEMS 


Proof Machines « Electric Punched Card Accounting Machines 
and Service Bureau Facilities + Electric Typewriters 


International Business Machines Corporation, World Headquarters Building, 590 Madison Avenue, New York 22, N.Y. 





my operation” _ 


... says Alice 


““My boss is an engineering genius, 
also a screwball. He invented a lot of 
electronic thingamajigs. During the war, 
factories all over wanted them yesterday, 
and the shipping room was sending out 
practically everything airmail, special 
delivery, registered. 

“Fellas who were perfect strangers 
were flashing cash slips for umpteen or 
so dollars every day for me to sign, on 
account of I am the patsy responsible 
for postage in this asylum. Well, gee... 
1 could see a dim future for little Alice 
as Leavenworth’s oldest lady inmate. So 
anyway I went and told the boss my 
sordid suspicions that there might be 
something subversive about stamps going 
on in our place. 

‘Ah’, says he, ‘someone indulging 
in a little offside philately!’ (It means 


_- 


stamp collecting—I looked it up.)‘ Maybe 
I can figure out some way to stop it.’ 
“I told him it was already figured 
out—a postage meter, which holds any 
desired amount of postage, and prints 
postage as you need it on gummed tape 
for mailing packages. And does its own 
bookkeeping, so nobody can try any 


. philately! I told him it would also print 


stamps directly on the office mail, seal 
envelopes, too, making all of our mailing 
faster and easier. 


“Tue boss seemed surprised. ‘Good 
idea’ he said. ‘Get priorities for two 
meters.’ So I got one. Everybody in the 
office and shipping room gave it the 
big okay. And right away our postage 
expense began to look a little more 
conservative. 


“Even the boss was impressed by 
the saving—says I ought to have an 
individual E Award for Economy, which 
this firm can use plenty of nowadays!” 


Has it ever occurred to you that the 
Pitney-Bowes postage meter can show 
a saving in time and effort as well as 
postage in your business? And metered 
mail can go through the postoffice faster 
because it’s already post-marked and 
cancelled, make earlier trains and planes! 
... There’s a postage meter for the small 
bank as well as the large ... For complete 
details call the nearest Pitney-Bowes 
office...Or write direct for an illustrated 
booklet . . . today. 


o PITNEY-Bowes P ostage Meter 


PITNEY-BOWES, Inc., 3822 Pacific Street, Stamford, Conn. 
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Originators of Metered Mail. Largest makers of mailing machines. 
Branches in 63 cities in the United States and Canada. 
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Hundreds of bankers have acquired a new slant 
on profit-making opportunities in Special Check- 
ing Accounts. How? By writing for the Todd 
booklet, ““No-Minimum-Balance Checking 
Accounts,” and getting to know (through Todd) 
the experiences of successful banks in this field. 

It pays a bank to keep in touch with Todd. 
For instance, we know of a Midwest bank that 
made $50,000 last year on its Special Checking 
Department. We wanted to know how. So our 
Research Department made an analysis of its 
operations and drew up a concise report. It’s 
available to you on request, along with the book- 
let mentioned above. Maybe it will help increase 
your bank’s earnings. If not, other Vodd ideas 
will. Send the coupon below. 
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THE TODD COMPANY, INnc., Rochester 3, N. Y. 


Please send me, without cost or obligation on my part, a copy of 
your free booklet, “No-Minimum-Balance Checking Accounts,” 
and your report on the bank that is unusually successful with its 
Special Checking Department. 


COMPANY, INC. 


Name_— 


Title 





ROCHESTER NEW YORK 
SALES OFFICES IN PRINCIPAL CITIES 
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How 19,000 companies 
up take-home pay 


Can you deduct $18.75 from $60.00 and get $66.25? Yes. And the way you can do it is mighty important to 


your company—and to the nation! 


You start with $60. representing someone’s weekly take-home pay. You deduct $18.75 for the purchase of 
a U.S. Savings Bond. That leaves $41.25. But $41.25 isn’t what the worker takes home. He takes home 
$41.25 plus a $25 Savings Bond. Total (assuming he holds the Bond till maturity): $66.25. 


WHAT 19,000 COMPANIES HAVE LEARNED 


In the 19,000 companies that are operating the Payroll 
Savings Plan for the regular purchase of Savings Bonds, 
employees have been more contented in their jobs—ab- 
senteeism has decreased—even accidents have been fewer! 


Those are the “company” benefits the Plan provides, in 
addition to extra security for individual employees. 


But the Plan has other, far-reaching benefits of basic im- 
portance to both your business and the national economy... 


SPREADING THE NATIONAL DEBT 
HELPS SECURE YOUR FUTURE 


The future of your business is closely dependent upon the 
future economy of your country. To a major extent, that 
future depends upon management of the public debt. 
Distribution of the debt as widely as possible among the 
people of the nation will result in the greatest good for all. 


How that works is clearly and briefly described in the 
free brochure shown at the right. Request your copy— 
today —from your State Director of the U. S. Treasury 
Department’s Savings Bonds Division. 


ACTION BY TOP MANAGEMENT NEEDED 


The benefits of regular Bond-buying are as important today 
as ever—but war-time emotional appeals are gone. Spon- 
sorship of the Payroll Savings Plan : a responsible execu- 
tive in your company is necessary to keep its benefits 
advertised to your employees. 

Banks don’t sell Savings Bonds on the “installment 
plan”’— which is the way most workers prefer to buy them. 


Such workers want and need the Payroll Savings Plan. 


Those are the reasons why it’s important to make sure 
that the Plan is adequately maintained in your company. 


The State Director will gladly give you any assistance 
you wish. 


“The National Debt and You,” 


a 12-page pocket-size brochure, expresses the 
views of W. Randolph Burgess, Vice Chair- 
man of the Board of the National City Bank 
of New York—and of Clarence Francis, 
Chairman of the Board, General Foods 
Corporation. Be sure to get your copy 


from the Treasury Department’s State 


Director, Savings Bonds Division. 


The Treasury Department acknowledges with appreciation the publication of this message by 
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This is an official U.S. Treasury advertisement prepared under the auspices of the 
Treasury Department and the Advertising Council 
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FIELD WAREHOUSING 


for 


Warehouse Receipt Loans 


Against Inventory 


The increasing use of our Field Warehouse Service for 
Warehouse Receipt Loans against inventory... stored right 
on the borrower’s own premises... indicates that more and 
more bankers recognize it as the most complete and eco- 


nomical Field Warehouse Service available. 


OPERATING OFFICES 


Royal Bidg., Albany 1, Ga. + Healey Bidg., Atlanta 3, Ga. + 60 State St., Boston 9, Mass. 

Rand Bidg., Buffalo 3,N.Y. + Liberty Life Bidg., Charlotte 2,N.C. * 120 So. LaSalle St., 

Chicago 3, Ill. + Construction Bidg., Dallas 1, Texas * National Bank Bidg., Detroit, Mich. 

Lemcke Bidg., Indianapolis, ind. + 121 W. Forsyth St., Jacksonville 2, Fla. + First Natl. 

Bank Bidg., Memphis 3, Tenn. + 16 South Broad St., Philadelphia 2, Pa. » Keystone Bidg., 

Pittsburgh 22, Pa. + 8th & Locust Sts., St. Paul 1, Minn. + 301 Spring St., Shreveport 69, La. 
Hills Bidg., Syracuse 2, N.Y. 


New York Terminal Warehouse Company 
25 SOUTH WILLIAM ST., NEW YORK 4, N.Y. 














































“CUSTOMERS NOTICE INCREASED SPEED ... 
experienced no difficulty in swinging over .. . 
manner in which tellers accepted new system very 
gratifying . . . customers prefer official registered 
receipt to passbook . . . depositors well pleased 
with system and results obtained.” 

a FIRST NATIONAL BANK OF PHILADELPHIA 
Philadelphia, Pa. 


“ONE OF THE BEST MOVES WE EVER MADE ...a 
great savings in time . . . materially cut down 
lobby lines . . . provide an absolute record for 
auditing purposes . . . an easy check-back in case 
of errors.” 

WASHINGTON TRUST COMPANY 
Spokane, Wash. 


“TELLERS ASSISTED IN BALANCING .. . change- 
over made with virtually no difficulty . . . customers 
very well pleased . . . estimate lobby lines disposed 


of 20% to 30% faster ...tellers assisted in balancing 
. . we are highly satisfied with the installation.” 
STATE NATIONAL BANK, El Paso, Texas 


Listen to the voice of users who 
have mechanized their commercial window serv 


FIGURING, ACCOUNTING, STATISTICAL AND CASH REGISTERING MACHINES © NATIONWIDE MAINTENANCE SERVICE © MACHINE SUPPLIES 
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“REACTION EXTREMELY FAVORABLE ... very 
much pleased with operation of machines... pro- 
vide an audit not possible with pen-and-ink records 
... control produces immediate detection of errors, 
saves time in completing day’s work .. . entry of a 
deposit quicker.” 

FORBES NATIONAL BANK, Pittsburgh, Pa. ac 
es 
“BENEFITS ARE CONSIDERABLE .. . customers 

and tellers alike say machine method is faster . . 
no question but that our internal operation has also 
been improved . . . very much pleased with our 
Burroughs Commercial Teller’s Machines . . .” 
FORT WAYNE NATIONAL BANK 
Fort Wayne, Ind. 
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“BOTH DESIRABLE AND NECESSARY . 
machines of great assistance to tellers in speeding 
up counter work and in providing a complete audit 
record of all transactions . . . customers’ reaction 
has been uniformly favorable . . .” 


HOWARD NATIONAL BANK & TRUST CO. 
Burlington, Vt. 
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The Burroughs Commercial Teller’s Machine 


is now used by banks from Massachusetts to Oregon, 
from California to Georgia. It handles and speeds all 
types of window transactions, replaces passbooks with 
printed, registered deposit receipts and automatically 
accumulates cash-in and cash-out totals. If you are inter- 


ested in making a newsworthy advancement in your 


customer service, and in improving your internal account- 
ing, ask your nearest Burroughs office for the entire story 
of this modern, mechanized service. It’s more than likely 
that your Burroughs representative can arrange for you 
to observe an actual installation nearby .. . or, if that 
isn’t convenient for you, he will answer all your ques- 
tions about operation, “change-over,” depositor and 
teller reactions, publicity opportunities and the like, with 
actual experiences of other banks. 


WHEREVER THERE’S BUSINESS THERE’S 


Burroughs 


THE MARK OF SUPERIORITY 
IN MODERN BUSINESS MACHINES 
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IN SHANGHAI, HONG KONG, TIENTSIN, TOKYO 
Focal Points in Far Eastern Trade 


Chase branches in Shanghai, Hong Kong and 
Tientsin have long been recognized as vital links 
in trade with the Orient. To these, the Chase is 
now adding another Far Eastern branch—in 
Tokyo—to be fully staffed and ready for opera- 
tion before the end of 1947. 

These overseas branches are equipped to 
provide complete banking facilities. Their offi- 
cers are informed on business as well as banking 
conditions in the Far East, and can offer first- 


hand information as it is required. 


Through these branches, offices of representa- 
tives, and relations with correspondent banks, 
the Chase can provide valuable assistance for the 
development of your business in China, Japan, 
the Philippines, the new nations of India and all 
other parts of the Orient. 

The benefits of these facilities and connections 
are available to Chase correspondent banks. The 
time and money this service saves are often im- 
portant factors in the successful transaction of 
their customers’ Far Eastern business. 


Send for our Booklet HOW THE CHASE CAN BENEFIT YOUR BUSINESS OVERSEAS. 


THE CHASE NATIONAL BANK 


OF THE CITY OF NEW YORK 


HEAD OFFICE: Pine Street corner of Nassau 


Member Federal Deposit Insurance Corporation 


LONDON—6 Lombard Street 


Havana . San Juan Panama 


Offices of Representatives: Mexico City 
Shanghai 


THE CHASE BANK: Paris 


51 Berkeley Square 


Bush House, Aldwych 
Colon . Cristobal . Balboa 
. Cairo Bombay 

a Hong Kong . Tientsin 
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Every Bank May Provide Foreign 


Banking Services For Its Customers 


Any foreign transaction may be negotiated by a bank correspondent 
for its local customers through the Foreign Department of a city 
correspondent. In order that readers may know about the nine 
services commonly needed, Bankers Monthly asked Mr. Newhall to 


describe them. 


ANKS which operate successful 

foreign departments have de- 
voted much time and exhibited un- 
usual interest in encouraging their 
bank correspondents to develop fa- 
cilities within their own banks to 
handle the foreign transactions of 
their own customers. 

By means of conferences, forums, 
pamphlets, and frequent letters on 
specific subjects relating to foreign 
exchange and foreign trade the city 
bank has endeavored to overcome 
the hesitancy of the correspondent 
bank to provide foreign banking 
services for its customers. 

Those who have overcome their 
trepidation have learned that trans- 
actions which once seemed compli- 
cated are no more difficult to 
fathom than the ordinary domestic 
commercial banking transactions. 
And that familiarity with so-called 
complicated foreign exchange deals 
has encouraged them to offer and 
advertise these facilities to the cus- 
tomers and the business houses in 
their territory, resulting in new 
contacts, accounts, and enhance- 
ment of profits. 

Generally speaking, the bank 
correspondent has not developed 
world-wide correspondent relation- 
ships and does not maintain a staff 
comparable to that of the city bank. 
However, the city bank offers the 
correspondent the same foreign 
banking services that are offered to 
its own customers. 

Before elaborating on the facili- 
ties of the various foreign banking 
services available to the corre- 
spondent bank, it should be stated 
that advice and counsel are freely 
given daily by the officials of the 


By R. K. NEWHALL 


Assistant Cashier, The First National 
Bank of Chi¢ggo 


foreign department of a city bank 
to all of the correspondent banks 
which seek guidance, suggestions, 
and recommendations pertaining to 
the respective foreign problems of 
their customers. 

Innumerable neophytes entering 
the foreign trade field for the first 
time, with little else than a desire 
to be importers or exporters, liter- 
ally have been taken by the hand 
and carefully guided and assisted 
in countless ways during the form- 
ative period of their development 
by the officials and the staff of the 
respective divisions of the foreign 
department which they patronize. 


Travelers Letters Of Credit And 
Travelers Cheques 

Few divisions of a foreign de- 
partment have as frequent oportu- 
nities to render personal service to 
a bank’s customers as the one 
charged with the issuance of trav- 
elers letters of credit and travelers 
cheques. 

In order that the correspondent 
banks may offer their customers 
immediate service, the city bank 
furnishes travelers letters of credit 
in blank, officially signed, as well 
as the accompanying letters of 
identification, which require only 
the insertion of the name of the 
traveler, the date of issue, the 
amount, and the expiration date. 

To complement the travelers let- 
ters of credit, a supply of travelers 
cheques is also placed with the cor- 
respondent bank on consignment or 
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against trust receipt. Thus the cor- 
respondent bank is able to give 
immediate service to its customers 
through the facilities offered by the 
city bank. 

In serving a customer applying 
for either travelers letters of credit 
or travelers cheques, an inquiry 
may elicit the information that 
the intended destination is Canada. 
A suggestion that travelers cheques 
issued in Canadian dollars may be 
purchased at a substantial discount 
is often received with surprise and 
enthusiasm at the thought of an 
unexpected saving. 

In normal times, _ travelers 
cheques issued in English pounds 
sterling, French francs, Italian lira 
and German reichsmarks were 
available. Presently the United 
States dollar travelers cheques are 
the most popular, not only domesti- 
cally but in those countries in Eu- 
rope, Asia, and Latin America, suf- 
fering from the currently acute 
ailment known as “dollar short- 
age.” 

Clients whose destination is 
known to be Great Britain or Ire- 
land are advised of the possibility 
of purchasing pound sterling cur- 
rency at a discount of approximate- 
ly 30%, and that they may enter 
these sterling countries with a 
maximum of five pounds in cur- 
rency. 

Many other helpful suggestions 
are given pertaining to the regula- 
tions of the countries included in 
the client’s itinerary which, if not 
known beforehand, could contrib- 
ute to subsequent embarrassment 
and discomfiture. 

It is usually recommended that 





funds up to $1,000 be carried in 
travelers cheques, which may be 
cashed at banks, hotels, transporta- 
tion offices, gas stations, and stores. 
Larger amounts are ordinarily car- 
ried in travelers letters of credit 
which, however, must necessarily 
be negotiated at a bank mentioned 
in the list of correspondents in the 
holder’s possession. 

Foreign travelers, usually cus- 
tomers of a foreign bank corre- 
spondent, who desire to negotiate 
against their bank’s travelers letter 
of credit or cash their travelers 
cheques, receive the same courtesy 
from the American bank with 
which its customers are reciprocally 
favored by the foreign bank. 

The commercial letter of credit 
division of the city correspondent’s 
foreign department is engaged in 
serving importers who desire to fi- 
nance the importation of merchan- 
dise purchased from exporters lo- 
cated in foreign countries, as well 
as purchasers buying goods from 
domestic sellers. 


How You May Serve A Local 
Importer 


The country bank is free to con- 
fer with the letter of credit divi- 
sion regarding the specific type of 
letter which would best serve in 
the transaction desired by the local 
customer. 

Ordinarily, a letter of credit is 
issued in irrevocable or non-can- 
celable form. However, the seller, 
unfamiliar with the issuing bank, 
frequently exercises his right to de- 
mand confirmation of the credit by 
a bank within his own country, 
which, in effect, conveys to the sell- 
er an irrevocable promise from the 
confirming bank to pay drafts when 
drawn in compliance with the terms 
of the issuing bank’s letter of credit. 

Frequently, an importer employ- 
ing the services of a representative 
in a foreign country is advised to 
use a revocable or cancelable letter 
of credit domiciled with one specific 
foreign bank against which the rep- 
resentative may negotiate his 
drafts, accompanied by the required 
documents covering orders received 


from the importer, prior to the can- ° 


cellation of the letter of credit. The 
advantage of this type of letter of 
credit to the importer is obvious. 
He is in a position to request his 
bank to stop payments under the 
credit in the event the representa- 
tive does not adhere to his instruc- 
tions, or if, for any reason, his serv- 
ices are not satisfactory. 

An importer has recourse to a 
commercial letter of credit princi- 
pally to assure himself that the 
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bank at which the seller negotiates 
his draft will not effect payment 
unless documents specified in the 
letter of credit are presented prior 
to the expiration date stipulated. 

The letter of credit is favored by 
the seller, as he is guaranteed by 
the issuing bank that payment will 
be made upon his compliance with 
the terms of the credit. 


How To Serve Exporters 


Since the cessation of hostilities, 
American exporters have been del- 
uged with orders for their goods 
from all parts of the world. Be- 
cause of the uncertainty of condi- 
tions existing in many countries, 
and inasmuch as each country has 
imposed certain regulations on its 
importers, many American export- 
ers have been loath to ship their 
merchandise on a sight draft basis 
and have insisted on the establish- 
ment of irrevocable export letters 
of credit. 


In many instances, where the 
banking situation within the coun- 
try in whichsthe buyer is located 
is dubious, irrevocable letters of 
credit confirmed by an American 
bank have been demanded. The ex- 
porter is therefore assured that he 
will receive payment from the con- 
firming American bank at the time 
he presents documents which com- 
ply with the terms of the letter of 
credit. 

The personnel of the export let- 
ter of credit division assists the ex- 
porter in the clarification of any of 
the terms of the letter of credit 
which are not understood, and 
should the exporter find it impos- 
sible to comply with any of the 
specifications, he is advised to re- 
quest the buyer to instruct the is- 
suing bank to amend the credit 
accordingly. 

Often, the draft and documents 
presented for negotiation do not 
comply with the terms of the credit, 
and the American bank, acting only 
as a paying agent of the issuing 
bank, is precluded from using its 
discretion, and is obliged to refuse 
payment. The discrepancies are 
pointed out to the exporter, and, if 
possible, are rectified in order that 
payment may be obtained. 

Payment may be made against a 
reputable exporter’s guaranty to 
hold the negotiating bank harmless 
and to repay the amount’ received 
to the bank should the issuing bank 
or the buyer refuse payment. 

In the event that the negoti- 
ating bank declines to accept the 


exporter’s guaranty, or the exporter 
refuses to produce it, a communi- 


cation may be dispatched via air 
mail or cable at the expense of the 
exporter to the issuing bank, ad- 
vising the discrepancies existing in 
the documents presented under 
their letter of credit and requesting 
permission to pay despite those dis- 
crepancies. 

Acquiescence authorizes payment 
to the exporter and refusal pre- 
cludes negotiation under the letter 
of credit. In the latter case, the ex- 
porter is obliged to take prompt 
steps to intercept his shipment of 
merchandise, if possible, before the 
carrying steamer embarks. Other- 
wise, he is faced with the alterna- 
tives of arranging for the return of 
the merchandise from the foreign 
port, thereby incurring twa freight 
charges, or he may request his bank 
to forward the required documents 
to its foreign bank correspondent 
with instructions to arrange for 
clearance of the merchandise at the 
port of entry on arrival, store it in 
warehouse, cover with insurance, 
and endeavor to locate a buyer. 


Occasionally, the foreign bank 
may not have a correspondent re- 
lationship with the exporter’s bank, 
in which event, the exporter may 
receive the original letter of credit 
or mail advice conveying the terms 
of the credit to him through the 
medium of another American bank. 


The exporter, preferring to deal 
with his own bank, may present 
the draft, documents and either the 
original letter of credit or the mail 
advice to his bank, which will check 
the documents to ascertain that 
they comply with the terms of the 
credit and forward them to the 
domestic paying bank for collection. 
Arrangements are often made be- 
tween the exporter and his bank to 
discount the draft at an agreed rate 
of interest in the event that funds 
are needed immediately. 


How Export Collections Are Effected 


The American seller or exporter 
utilizes the services of the export 
collection division of his bank and 
its foreign bank correspondents to 
collect his drafts drawn on foreign 
buyers. 


Through the medium of foreign 


bank correspondents, government 
agencies, foreign trade organiza- 
tions and foreign consulates, infor- 
mation relating to import regula- 
tions and exchange restrictions in 
all foreign countries is obtained and 
made available to exporters by the 
export collection division of the 
city bank’s foreign department. 


Exporters heeding the advice and 
suggestions given by this division 


BANKERS MONTHLY 








wT won tnt ewwrefTw “w ° 








invariably obtain credit information 
concerning the foreign buyer before 
shipping any merchandise, ascer- 
tain if import regulations permit 
the entry of their product to be 
exported into the buyer’s country, 
and also the latest reports concern- 
ing the availability of dollar ex- 
change and the approximate time 
in which liquidation of a collection 
item may be expected. 


During normal times, buyers are 
in the ascendancy, due to competi- 
tion of sellers of similar products 
who vie with each other to obtain 
buyers’ orders in the principal mar- 
kets of the world. Buyers endeavor 
to dictate the terms of sale which 
will be to their advantage and, if 
open account accommodations are 
not granted, ordinarily request 
either clean or documentary drafts 
be drawn on them at sight or on a 
time basis, such as 30, 60 or 90 days 
sight, payable at their bank in the 
currency of their country. 


In order to meet the competition 
of other sellers, the exporter may 
accept the buyer’s terms and as- 
sume the “risk of exchange” by 
drawing a draft in the currency of 
the buyer’s country. Rather than 
await the return of the proceeds of 
the collection, during which period 
he is speculating in foreign ex- 
change, the exporter may decide to 
discount the draft immediately by 
selling the exchange to his bank at 
the prevailing rate of exchange 
with recourse to him in case of non- 
payment of the draft. 


The exporter not only estops 
speculation in exchange through 
this procedure, but also recovers 
dollar funds which otherwise would 
be “frozen” in the cost of the 
merchandise until collection of the 
draft is effected and, thereby is in 
a position to use the funds in other 
transactions in which he might wish 
to engage. 

Under present conditions, with 
the seller in the ascendancy and 
foreign buyers willing to accept 
terms dictated by the seller, the 
exporter may prefer his draft be 
payable in U. S. dollars, or he may 
demand that an irrevocable letter 
of credit in U. S. dollars, confirmed 
by an American bank, be estab- 
lished in his favor. 


The normal channels of shipments 
from American exporters to foreign 
buyers have frequently been dis- 
rupted by obstacles arising from 
maritime strikes and railroad em- 
bargoes which, when accompanied 
by a deficiency in the supply of 
United States dollar exchange in 
many of the countries of the world, 
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have caused delay in the liquida- 
tion of sight draft collection items. 

This chain of events, in many 
cases, creates a hardship on the ex- 
porter who has his money tied up 
in the exported merchandise and 
prevents him from entering into 
further transactions because of lack 
of funds to purchase the goods to 
be exported. 





Nine Foreign Banking 
Services 

. Travelers letters of credit 

. Travelers cheques 

Commercial letters of credit 

. Export letters of credit 

Export collections 

. Foreign credit information 

Foreign exchange trading 

. Foreign remittances 
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. Acceptance credits 








The export collection division of 
the city bank assists him by dis- 
counting drafts which have previ- 
ously been entered for collection 
and may also discount immediately 
items which are being presented for 
collection, thus enabling the ex- 
porter to continue operations while 
the documentary drafts are in the 
process of collection. 


How To Obtain Foreign Credit 
Information 


American traders frequently re- 
quire credit information on the re- 
liability, reputation in the trade, 
and character of the management 
of the foreign firm with which they 








are dealing. This information 
should ordinarily be obtained prior 
to the execution of the purchase 
sales contract between the buyer 
and the seller. Many a trader has 
been saved from loss, delay in re- 
ceipt of payments due, or receipt of 
inferior merchandise, by warnings 
given in derogatory reports ob- 
tained for him by the foreign credit 
division of the city bank. 


Activities Of The Foreign Exchange 
Trading Division 


This division is charged with the 
supervision of the balances in for- 
eign currencies carried by the city 
bank with its foreign bank corre- 
spondents. It is engaged in buying 
and selling cable transfers, checks 
and bank drafts expressed in for- 
eign currencies. 

Personnel in this division are 
constantly on the alert for changés 
in the currency regulations of for- 
eign countries, information relating 
to exchange restrictions, particular- 
ly reports pertaining to the avail- 
ability and transferability of ex- 
change from so-called “blocked 
countries” and those whose U. S. 
dollar reserves are steadily dwin- 
dling. 

Local customers should be en- 
couraged to negotiate their ex- 
change transactions through their 
local banks, which in turn may 
direct the business to the city cor- 
respondent. If in doubt, a telephone 
call, wire or letter, outlining any 
particular transaction may enable 
the country correspondent to re- 
ceive definite instructions on the 
procedure in handling the deal from 
its city correspondent, thereby 
holding the business within its 
organization. 


How Foreign Remittances Are Made 


The division handling foreign re- 
mittances not only serves the public 
in over-the-counter transactions, 
but also executes orders received 
by mail, telephone or wire from 
bank correspondents, individuals 
and firms. In most cases, these re- 
mittance orders are received from 
clients of the bank, authorizing 
payments to be effected by mail, air 
mail, telephone, or cable transfers 
in dollars or foreign exchange to 
individuals, corporations, or banks 
located in foreign countries. 


Correspondent banks having a 
volume of remittance business may 
use the drawing equipment of the 
city bank, which enables them to 
issue a draft immediately and place 
it in their customer’s hands. Re- 
mittance order forms are also fur- 
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nished by the city banks to the 
correspondent bank, which facili- 
tates prompt handling and dispatch 
of remittances for its customers. 


How Acceptance Credits Aid 
Borrowers 


During periods when money is 
tight and borrowers have complete- 
ly utilized their credit lines, re- 
course is often had to facilities 
offered by the acceptance credit 
division of the foreign department. 
The customer draws a draft on his 
banker for periods usually ranging 
from 30 days to four months. The 
draft is supported by an acceptance 
agreement signed officially and se- 
cured by collateral of various types 
such as, elevator receipts control- 
ling grain, or warehouse receipts 
covering eggs, sugar, and. various 
other marketable commodities hav- 
ing a value of the draft according 
to the margin requirements stipu- 
lated in the acceptance agreement. 


The draft is accepted by the 
drawee bank and becomes a prime 
bankers acceptance, which is then 
discounted by the bank and may be 
sold to dealers in bankers accept- 
ances at the current prevailing dis- 
count rate, the proceeds being 
credited to the account of the bor- 
rower. 

This facility is a great conveni- 
ence to borrowers dealing in sea- 
sonal commodities, and provides 
them with additional working capi- 
tal with which to engage in profit- 
able transactions from which they 
would otherwise be excluded. 
Prime bankers acceptances are 
readily acceptable as short term 
two-name paper, and, for this rea- 
son, many bankers prefer to retain 
their own acceptances in their own 
portfolio, rather than sell them at 
the open market. 


Some State Banks 
May Own Stocks 


Some state banks, not Federal 
Reserve members, are permitted to 
own stocks. Although not consid- 
ered by many as suitable invest- 
ments for banks, their income tax 
advantage cannot be denied. Avail- 
able yields on high-grade pre- 
ferreds are considerably greater 
than present bond yields. Since 
only 15 per cent of dividends re- 
ceived is subject to tax, the net 
return after taxes is much larger 
than that obtainable from bonds.— 
Willard F. Heisler, Delaware Trust 
Company, Wilmington, Delaware. 
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Banks May Recordak 
Currency For Protection 


By BYRON DUNN 


President, National Bank of Commerce 
Lincoln, Nebr. 


We noticed an article in your 
October issue about keeping marked 
bills in tellers’ cages. This is to tell 
you that we secured the Treasury 
Department’s permission, under 
date of February 11, 1946, to Re- 
cordak currency. 


If banks, generally, would Re- 
cordak some currency and keep the 
currency in the tellers’ cages under 
a numbered system so that it could 
be traced back to the film, this 
would take care of the job without 
too much work and with good evi- 
dence if needed. 


The letter from the Acting Sec- 
retary of the Treasury reads as fol- 
lows: 


“There is transmitted herewith a 
copy of an amendment to the regu- 
lations which has been issued to 
permit film recordation.” — H. D. 
White, Acting Secretary of the 
Treasury. 


The revised regulation reads as 
follows: 


Title 31—Money and Finance: Treasury 
Chapter IV —Secret Service 
Part 404 — Feb. 11, 1946 


Film Recordation Of Government 
Securities, Checks, Warrants, And 
Paper Money By Banking 
Institutions 

Section 404.2 of the Regulations of 

January 19, 1942, as amended, is hereby 
amended to read as follows: 
Section 404.2—Film Recordation of Gov- 
ernment Securities, Checks, Warrants, and 
Paper money—a. Authority is hereby giv- 
en to all banks and banking institutions 
which in the ordinary course of business 
handle United States securities, checks, 
warrants, and paper money, to make film 
records thereof, and to project such film 
records on a screen: Provided, That the 
film records are maintained as confiden- 
tial. 

b. No prints, enlargements, or other re- 
productions of such film records shall be 
made except with the permission of the 
Secretary of the Treasury, the Treasurer 
of the United States, the Commissioner 
of the Public Debt, or the Chief of the 
Secret Service Division, or such officers 
as may be designated by them. 

H. D. White 


Acting Secretary of the Treasury 





Indices For Measuring 
Executive Ability 


Despite the popular tendency to 
ascribe ability to those administra- 
tors whose honesty is indisputable, 
it is nevertheless true that honest 
executives are not necessarily able 
ones. Instead, age, experience and 
training when coordinated with 
educational and temperamental 
qualifications should be used as 
indices in evaluating administra- 
tive aptitude. 

Perhaps the most essential char- 
acteristic of a capable executive is 
the capacity for considered reason- 
ing. Laborers can be efficient by re- 
peating a pattern of performance 
with consistent dexterity, but lead- 
ers must analyze and reason. 

Ability in business management 
is frequently, although not conclu- 
sively, evidenced by the magnitude 
of the profits. It is important to re- 
member, however, that executive 
capacity should always be related 
to concomitant economic conditions, 
both within and without the indus- 
try. 

A record of profitableness that 


is confined solely to the prosperity 
phase of the business cycle, when 
everybody is making money, should 
be discounted to a marked extent 
as an indicator of astute business 
leadership. The acid test is to re- 
turn adequate profits during the 
recessions and depressions. 

Appraisals of managerial ability 
should also be related to the size 
of the business operation. Frequent- 
ly, an individual will prosper as a 
small-scale operator, but when his 
business expands to the point at 
which he has to direct complex 
activities through others, his capac- 
ities may prove insufficient. The 
ability to handle men is of greater 
value to an executive than one 
ability to handle things. 

In the broader sense, analysis of 
ability involves consideration of 
such personal qualities as resource- 
fulness and adaptability. Because of 
their growing importance under 
present-day business conditions, 
these aspects of ability are deemed 
of sufficient significance to warrant 
special enumeration and limited in- 
dividual treatment.— “The Credit 
Department”—published by Robert 
Morris Associates. 
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“Bearer” Checks For Payrolls 


Save Time For Drawer And Bank 


Here is information from the treasurer of a large steel company 
and the auditor of the bank through which 75,000 payroll checks 
are cashed each month. These officers point out benefits to both 
the steel company and the bank from the use of “‘bearer”’ checks. 
Comments from other bankers show that this beneficial plan is 
not yet widely used. 


Five Employer Benefits From Issuing 
Bearer Payroll Checks 


HEREVER we pay our wage 

earners at our mills by check, 
we make use of the bearer check. 
Unfortunately, nearly all of the 
mill employees in our eastern oper- 
ations are paid in currency. 

We fully recognize that it would 
be virtually impossible for any 
bank to handle the volume of 
checks required if they were issued 
on an order basis, for this would 
require complete identification and 
endorsement before the checks 
could be cashed. We also recognize 
that there are some disadvantages 
in the bearer checks. 

We have therefore endeavored, 
through the years, to educate our 
employees to a full realization of 
the necessity of proper protection 
of these checks between the time 
they are received at the mill office 
and the time they are cashed. 

There are distinct advantages in 
this method of payment as against 
the use of currency. The latter in- 
volves a substantial risk both in 


By LEON F. PAYNE 


Treasurer, Carnegie-lIllinois Steel Corp., 
Pittsburgh, Pa. 


J. ALDRICH 


Auditor, Gary National Bank, Gary, Ind. 


J. H. BURNUM 


Comptroller, The first National Bank 
of Birmingham, Birmingham, Ala. 


OTTMAR A. WALDOW 


Comptroller, National Bank of Detroit, Mich. 


transportation from banks to our 
plants and in the retention of the 
cash at the plant for whatever pe- 
riod of time is required to make up 
a company payroll. 

In addition, it is possible to save 
some time in the use of checks as 
against the use of currency which 
has to be secured from the bank, 
counted, and stuffed in envelopes 
after the computation of the pay- 
roll is complete. 

Furthermore, the check gives us 
a complete record of payment and 
there is no possibility of an em- 
ployee claiming, as is occasionally 





done on the cash payrolls, that he 
did not receive the full amount of 
his earnings. 

The check payment is not mate- 
rially less available than the cur- 
rency payment. A bearer check can 
be cashed anywhere in stores as 
well as in the banks. — Leon F. 
Payne, Treasurer, Carnegie-Illinois 
Steel Corp., Pittsburgh, Pa. 


“Bearer” Checks Make Less Work 
For The Bank 


We pay upwards of 75,000 bearer 
checks reading, “Pay to order of 
John Brown or Bearer,” every 
month. These are checks from the 
big steel mills. 

We had no part in the companies’ 
decisions to issue this type of check. 
However, I can see no objection to 
approaching a manufacturer about 
issuing “bearer” checks inasmuch 
as the factory probably requires 
either a receipt or some sort of 
identification, such as a “plant- 
badge,” before giving out checks. 

This procedure places the respon- 
sibility on the company for giving 


Five Benefits To The Drawer 


1. The risk involved in handling large 
amounts of cash in the payroll depart- 
ment is eliminated. 


2. It takes much less time to issue 
“bearer” checks than to make up payroll 
envelopes with cash. 


3. The check is a complete record for 
the employer. 


4. Employees cannot successfully claim 
that they did not receive their full amount 
as they often do when paid in cash. 


5. The canceled check is a receipt. 
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Five Benefits To The Drawee Bank 


1. The responsibility for giving the 
checks to the rightful owner is placed on 
the employer. 


2. The bank does not have to take time 
to identify the payee. 


3. Indorsements need not be examined 
in the bookkeeping department. 


4. Stop payments need not be honored 
on “bearer” checks. 


5. The bank is not liable if a “bearer” 
check is cashed for someone other than 
the payee. 
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While “bearer” checks are not to be recommended for general use, there are some cases, as mentioned herewith, in 


which they serve a good purpose. 


out the checks to the rightful owner 
and then the payee is responsible 
for obtaining payment. We have no 
complaints from either the com- 
panies or their employees on this 
type of check. 

There are a few instances when 
such checks are lost or stolen. We 
co-operate by accepting a notice 
from the company paymaster and 
notifying our tellers to try to catch 
the person offering the lost check 
for payment at the window. How- 
ever, we are not liable if the item 
is cashed. — J. Aldrich, auditor, 
Gary National Bank, Gary, Indiana. 


Depositors Release This Bank From 
Liability On Payroll Endorsements 


It would be a big help to banks 
cashing large payrolls if pay- 
roll checks were made payable to 
the “payee or bearer.” We would 
then be relieved of the responsibil- 
ity of proper endorsements. How- 
ever, this is a matter that would 
have to be taken up individually 
with the manufacturers and the 


idea sold to them. We have not had 
any experience with the bearer 
checks. There are however, one or 
two companies that have relieved 
us of the liability for endorsements 
in order to facilitate the cashing of 
their employees’ “order” checks.— 
J. H. Burnum, comptroller, The 
First National Bank of Birmingham, 
Birmingham, Ala. 


Paying “Bearer” Checks Is Faster 


A saving of time is effected when 
a “bearer” check is presented for 
encashment, since the problem of 
identification of the presenter is 
eliminated. 

In addition, a saving of time re- 
sults in the bookkeeping paying 
operation. It appears that it would 
not be necessary to check endorse- 
ments and it would not be neces- 
sary to check the items for stop 
payment orders. Generally speak- 
ing, banks will not accept stop pay- 
ment orders in connection with 
“bearer” items.—Ottmar A. Wal- 
dow, comptroller, National Bank of 
Detroit, Mich. 





Your Career In Banking 


By: Dorcas Campbell, published 
by E. P. Dutton & Co., Inc., 300 
Fourth Ave., New York 10, N. Y. 
Price $3.00 

Built around the success story of 
thirteen bankers, this comprehen- 
sive and highly readable volume 
should appeal to both beginners and 
veterans in the field of banking. 

Though primarily keyed to the 
interests of a young man or woman 
seeking inside information about 
the field of banking, the short in- 
teresting accounts of important 
phases and decisions in the lives of 
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topnotch men are valuable, stimu- 
lating and informative. 

Among the many interesting 
sketches by Miss Campbell are 
those treating A. P. Giannini, 
Arthur J. Morris, Edward E. Brown, 
Tom K. Smith and A. L. M. Wig- 
gins. 

In each case, the true character 
and ability of the man is shown 
being put to a test which eventual- 
ly carried the man to the heights 
in the banking field. 

This is an interesting little work 
of 213 pages, beautifully written, 
by a successful bank executive who 
is able to and does pick out the 


significant characteristics and traits 
of the men who chose to lead in- 
stead of follow. 


Meeting The Challenge 
Of Changing 
Banking Conditions 


By Nelson M. McKernan, assist- 
ant vice president, Manufacturers 
Trust Company of New York. Cam- 
bridge, Mass. Bankers Publishing 
Company. $4.50. 240 pages—cloth. 


Mr. McKernan has written this 
book to discuss the changes which 
have occurred in banking during 
the past decade or so. He points 
out in detail how these conditions 
may be met and how banking pol- 
icies should be modified to meet 
new situations. 

For example, here are a few of 
the many topics which the author 
discusses: Interbank Competition; 
Branch Banking; Loan Administra- 
tion; Research and Education; De- 
termination of Operating Costs; 
Budgetary Control of Expenses; 
Salary Expense; Mechanization of 
Operation; Job Analysis; Service 
Charges; Investment Supervision 
and Counsel. 

The author spends a large part 
of his time calling on banks in 
various parts of the country and 
has had an unusual opportunity to 
observe how the most successful in- 
stitutions are “meeting the chal- 
lenge of changing banking condi- 
tions.” 


“Service” is an overworked 
word, but according to late re- 
ports, it is standing the gaff very 
nicely. 
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Agricultural Loans Increased By 
A Complete Farm Loan Program 





The author has had many years’ experience in making agricultural 
loans and his technique has not only protected the bank but it has 


N honest and capable operator 

is the most important factor in 
any loan. Without this, any amount 
of tangible collateral and other 
protection would be of little value. 
While most customers are known to 
us when an application is received 
the first time, every available 
source of information is used in 
finding out about the man’s char- 
acter and ability. 

In taking an application for a 
loan, a financial statement is usual- 
ly obtained, and with care in ques- 
tioning the borrower, a pretty good 
picture of his financial position is 
shown. If he is an established bor- 
rower, comparison with previous 
statements show what progress has 
been made. If he is a new borrower, 
a check with previous creditors and 
merchants gives a good picture of 
past performance. 


The Purpose Of The Loan 


We consider it important that 
first consideration be given to such 
purposes as will do the farmer the 
most good in assisting him to make 









greatly increased the number of good loans to farmers. 


By HARRY M. SWANZEY 


Assistant Cashier, First National Bank, 
Joliet, Illinois 


more profits and get out of debt. 
We give operating expenses first 
consideration, and then (if there is 
room for additional credit) capital 
purchases and taking up other 
debts can be considered, In all 
loans of this type, known as “gen- 
eral purpose,” careful study is made 
of the relationship of the loan to 
the production capacity of the farm 
and management ability of the op- 
erator. 

In providing operating funds for 
the farmer who has only seasonal 
income, we set up a “budgeted 
loan.” By a “budgeted loan” we 
provide for his necessary expenses, 
paid to him as needed, generally on 
the first day of each month. 

The other alternative is the “ad- 
ditional advance” method. Most of 
our loans are secured by a chattel 
mortgage, and the mortgage form 
we use provides for additional ad- 


Eight Highlights Of This Lending Technique 


vances, which means that advances 
up to an agreed amount can be 
made without the necessity of an- 
other mortgage and will be secured 
by the original mortgage taken. 

In determining whether or not 
the purpose of the loan is sound, 
an estimated income and expense 
statement is worked out with the 
applicant. If this discloses that the 
proceeds of the loan to be used for 
operating expense, plus his free in- 
come, or income from the sale of 
products not in the chattel mort- 
gage will not provide for all of his 
needs, then provision for the differ- 
ence is made in the loan. 


Dairy Loans Are Capital Loans 


For the most part, dairy loans are 
capital in nature, in that they are 
generally for the purchase or re- 
placement of cows. Income on dairy 
farms, of course, is steady, coming 
monthly from the milk check. 
There are times, however, when the 
expense is seasonably heavy, such 
as spring planting, with the cost of 
seed and extra feed, harvesting, 
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1. An honest and capable operator is the 
most important factor in any loan. 


2. We consider it important that first con- 
sideration be given to such purposes as will 
do the farmer the most good in assisting him 
to make more profits and get out of debt. 


3. We set up our dairy credits with monthly 
payments to equal 3% per month of the capital 
loan, and 8-1/3% per month of the recurring 
expense portion. 


4. Normally, it is less hazardous to feed 
calves and light yearlings than heavy cattle; 
therefore, loans to novices or beginners should 
be secured by young animals. 


5. The first year that our bank launched out 
in this program (1940) we did not have a field 


man, and I did the work before and after 
banking hours. By the end of the year, we had 
built up a nice volume and every loan was 
inspected. 


6. In my opinion, the only sound basis for 
maturity of a loan is the time final payment 
can be made, or one year, whichever is the 
shorter. 


7. All elements of repayment must be in- 
cluded in the chattel mortgage, and all returns 
from the sale of commodities so included must 
be applied on the loan. 


8. Livestock insurance is available covering 
fire, windstorm, collision, freezing, and theft, 
which can be purchased at 10 cents per $100, 
per month. The insured value of the cattle 
increases 10% per month. 


real estate mortgage interest pay- 
ments, and taxes. If the milk check 
is not large enough to take care of 
these heavy recurring items, it may 
be necessary to include them in the 
loan. That can be done only if the 
income is sufficient to retire the en- 
tire amount so loaned, within the 
operating year. 

If the production capacity of the 
farm and dairy herd is not large 
enough to do this, there will be a 
pyramiding of unpaid recurring ex- 
penditures, which will surely lead 
to trouble. The repayment capacity 
must be large enough to also retire 
a substantial portion of the loan 
made for capital purposes. The 
capital loan should be retired in at 
least three years. 

We set up our dairy credits with 
monthly payments to equal 3% per 
month of the capital loan, and 
8-1/3% per month of the recurring 
expense portion. The loans mature 
in one year, with the understand- 
ing that the unpaid balance can be 
renewed if the loan has _ been 
handled satisfactorily and condi- 
tions warrant. On renewal of the 
capital portion, we set up the 
monthly payments on the original 

% . Of course, consideration to any 
other source of repayment, such as 
sale of surplus crops, is given when 
determining the size of the monthly 
payments. 


Crop Production Loans 


Crop production loans are prac- 
tically the same as general purpose, 
in that production and operating 
expense will have to be considered 
before capital purposes, such as the 
purchase of equipment. There are 
times when it is necessary to lend 
for equipment purchases in order 
to give more efficient operation. In 
such cases, a carry-over is not out of 
line, provided it is not too large to 
provide for the necessary operating 
expense the following year. 

Care is also taken, in the first in- 
stance, not to extend too much 
credit in a loan of this type, so that 
we will be able to carry on with the 
borrower the following year should 


there be a crop failure. We would 


not want to sell a man out if, 
through no fault of his own, there 
should be a failure. We do not make 
the loan at all if we cannot carry on 
with him for at least two years. 


Cattle Feeder Loans 


Cattle feeder loans are probably 
the least difficult to make; how- 
ever, there are hazards. We all 
know that they must be made to 
experienced feeders, and that the 
feeder must have ample facilities 
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NAME OF APPLICANT 


INSPECTION REPORT 
(Livestock and General Purpose) 


THE FIRST NATIONAL BANK, JOLIET, ILLINOIS 


ADDRESS R.R. No. 
Is location of farm as stated upon —— correct? If not, explain . Geonames 
ee Date of Inspection... ——— == 




















INVENTORY OF FARM CHATTELS AND CROPS _ 
IMPORTANT: Indicate by (X) Property NOT To Be Covered By Chattel Mortgage 











Description and : Markings A 
(Include Brands) 
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Harrow 
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~ CROPS GROWING OR TO BE GROWN 


The Li and Operated consists of 











acres cultivated land; 


ive condition of state of soil preparation (If two 
or more farms are operated, locate by farm name 


acres pasture; acres woodland. 





a aE | Quantity Re- 
ane | | Year ave) Yield — for Feed 
-_—4 





INCOME AND EXPENSE STATEMENT From To. 


Gt Gis to ust afeynate to spent eperations, eso cupglomentary Retest) | ae 


Nature wal ‘austin | Amount 








| Threshing and Other Custom Work : | 
ey 
| Family Living Expenses: 000 


ae CRNA 


| Workstock | and Implements (i (i ‘includ ding Mach. Payments) _ 


| Livestock Othe er than | Workstock | s 


| ; — roresle 


If this loan is granted will the applicant have sufficient income 
ee ee 


| Sale of: 


ic Intosest on on , Real Estate Debt ») = wee? re ie a 
| Insurance Ferm$ ss Life S i aid 
| Cash Rent $ Toes S$ wae: 
| Feed $ mT ee el ae Se: 
| Hired Labor 1 ea a ee 
[ Fertilizer $ Lime $ TRS Pee 

“Automobile and Tractor Fuel and Oil (mee ae 

|| Sale of 
i] 


_. _M net, what additions! feed is necded?.. 
How will this feed be provided? 


Source of Income 


Sale of Fed Steers or Heifers 
Sale of Other 
Sale of Hogs 
Sale of Lambe $ 

Sale of Dairy Products 
Sale of Eggs and Poultry 
Sale of Corn $ 

Sale of Wheat $ _ 





Cattle 











Sale of 


Other Income 








income to meet his cash expenses as outlined and make payments 
a 


Here are three small portions of an inspection report made by a field man for the First 
National Bank of Joliet, Illinois, on which loan officers base judgment as to credit rating 
and the ability of the farmer. The portion shown at the top is the inventory. There are 
spaces indicated for a complete inventory of farm chattels. We show in the second por- 
tion, the spaces for inventory of implements and machinery and crops and feed on hand. 
The portion labeled “Crops growing or to be grown” represents the cropping plan of the 
operator. The bottom portion labeled “Income and expense statement” is a splendid basis 
for determining the prospective profit from the years’ operations. This inspection report 
is made out on the farm as the field man observes and questions. 


and the feed to carry on the feed- 
ing operation, or the means to pur- 
chase the feed. These loans for the 
most part, can be made on a 100% 
basis, that is, the purchase price of 
the cattle. 

We have been going through 
quite a long period of rising prices 
and there can be, particularly under 
present conditions, a sharp decline. 
Care should always be taken,. but 
especially just now, not to “load 

’ the loan with advances for the 
purchase of feed and other purposes 
unless there is additional income. 

Large loans should be made only 


to experienced feeders. All cattle 
feeders have to start sometime, and 
I think it behooves the bank to as- 
sist ambitious young farmers and 
stockmen, This can be done at the 
start by pointing out the danger of 
starting out on too large a scale. It 
is better to insist that he start his 
first feeding venture in a small way 
and then gradually increase as he 
progresses. 

We have several customers whom 
we assisted in that manner four or 
five years ago, and they are now 
operating on a fairly large scale 
and making good at it. A lot of as- 
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APPLICATION FOR AGRICULTURAL LOAN 
FIRST NATIONAL BANK, JOLIET, ILLINOIS 


a Name of Wife...... 





ADDRESS... lephone N No. of Fomiins, 
1/We hereby “make “application | to the. FIRST NATIONAL BANE. JOLIET, iL, ‘for. 2 loan in the amount stated below. 


a 
DATE DISBURSEMENTS ARE DESIRED 
$ I ~-~-|On Cloning the Loan. 





~ PURPOSES FOR WHICH FUNDS ARE DESIRED | 








OTAL MUST AGREE WITH AMOUNT REQUESTED 
————— — —————— 


“i "DEBTS DUE BY UNDERSIGNED 
ACCOUNTS PAYABLE \s 


TOTAL AMOUNT REQUESTED. s $ 


4 








= 
PROPERTY OWNED BY UNDERSIGNED 


CASH on hand and in bank \s 
GOOD ACCOUNTS | 
GOOD SHORT TERM NOTES 





FARM PRODUCTS: || Held by. Due 
Bu laud : . 


} 
| | | 
|| UNSECURED NOTES PAYABLE | | 

! 
I 


oe | 








REPAY MENT PROG RAM 





Sales Proceeds 


Sale Date Describe and Itemize Source of | Payment Anticipated 











Monthly. Dairy Payments. 
TOTAL. is 
a 








If Monthly Repayments are to be made from Dairy Products, this section is to be completed 
Where is your merket and who buys your product? : —- 
Are you a member of the Pure Milk Association? - What kant a 
Do you sell whole milk or cream?... = — — neeasteasis 
How many pounds are you guieiues per dig? 

Average number of cows owned during past yeat......... Anumge enanel production in pounds per cow..... 
What was your average monthly milk income during the past year? — $...cncoeccmcnrnnmnoe = 

What are you receiving per hundred pounds for your milk at this time? $. 















This application for an agricultural loan is made out by the farmer, quite often at the 
suggestion of the field man. In fact, the field man helps the applicant work out a pay- 
ment plan based on what he expects to sell. The right hand column at the top labeled, 
“Date Disbursements Are Desired,” indicates that this is, in fact, an application for a 
“line of credit.” It is the list of dates in the column referred to which is the basis for 
disbursements according to need. The repayment program shown at the bottom provides 
a way for both the field man and the farmer to make specific plans for the disposal 
of the crops and livestock to be sold during the year from which sale, payments on 
the loan will be made. There are other parts to this application but those shown are 


the ones which are somewhat different from other loan applications. 


sistance can be given these boys 
right out on the farm. Normally, it 
is less hazardous to feed calves and 
light yearlings than heavy cattle; 
therefore, loans to novices or be- 
ginners should be confined to young 
animals. 

About the same conditions pre- 
vail in loans for the purchase of 
feeder lambs, with the exception 
that experience is more essential. 
There is more death loss in lambs 
than in cattle. Unless the farmer is! 
in a strong financial position, these 
loans should be made with a mar- 
gin in collateral. 

Loans on breeder cattle are fun- 
damentally the same, with the ex- 
ception that, due to their nature, it 
will take considerably longer for 
them to be repaid. It is necessary, 
therefore, to consider price fluctu- 
ations more carefully, and in most 
cases, require a margin. There are 
other factors to consider also— 
most important of which is the type 
of farm. I do not believe it is sound 
to turn a high-priced farm into 
enough pasture to carry a breeding 
herd of beef cattle. The return per 
acre will not be there. If there is a 
relatively large portion of the farm 
in permanent pasture, this can be 
economically done. 

Another factor is the income 
from the farm. It should be suffi- 
cient to provide operating costs, or 
conditions should be such that you 
could grant a general purpose loan 
under conditions previously stated. 


Production Capacity Of The Farm 
Must Be Known 


The capacity of the farm to pro- 
duce sufficient income for normal 


DRAFT WITH BILL OF SALE ATTACHED No. 


RECORD OF SIGHT DRAFT 


At Sight 
Pay to the order of.... 


ENDORSED BY 





This draft should be promptly cashed or deposited by seller at his local bank. 
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ComMiITMENT 
BaALANce 
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Git OF GALE DRAFT MUST BE COMPLETED 
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GELLER-PAYEE, 


To 
UNusED BALANCE FIRST NATIONAL BANK OF JOLIET 
CCarry Fwo.) §__-____ 70-89 «= JOLIET, ILLINOIS 

















The farmer who is going to buy cattle establishes a line of credit. He is then given one or more of these sight 
drafts. When he buys cattle, he gives a draft in payment and fills in a list of the cattle bought in the spaces on 
the face. The draft becomes a Bill of Sale when the seller endorses it on the back under the following wording: 


Endorsement And Bill Of Sale 


The payee hereby endorses this draft and conveys the livestock and/or other property therein described, with 


warranty of title to the First National Bank of Joliet. 


Endorser-Seller 





repayment can best be determined 
by a personal inspection. A man 
well versed in farming can soon 
tell whether a farm has the capacity 
to produce, by looking things over 
and discussing the program with 
the farmer. There are many things 
to be observed such as: the general 
condition of the place, the efficiency 
of the farmer, and the productivity 
of the farm. 

If an inspection indicates that 
there will not be sufficient income 
to meet the needs of the farmer, 
the loan had better not be made. 
There on the farm is also the best 
place to work out an estimated in- 
come and expense statement. 

We use an inspection sheet upon 
which our field man describes and 
values the collateral. He does not 
necessarily value it at the market 
price at the time, but gives con- 
sideration to the possible price that 
may be obtained at a forced sale. 
These values relate to the more or 
less permanent collateral; such as 


Farm Appraisal 


By William C. Murray, head of 
the Department of Economics and 
Sociology, Iowa State College, pub- 
lished by The Iowa State College 
Press, Ames, Iowa, price $3. 

Farm appraisal, until recently, 
was little more than an estimate or 
guess made after driving past the 
farm or visiting briefly with the 
farmer in the farm yard. Such valu- 
ations were variously described as 
“horseback” or “windshield” ap- 
praisals. But they have been largely 
replaced with detailed reports 
which make use of the latest scien- 
tific knowledge of soils, crops, farm 
structures, costs, price trends, sale 
values, and similar data. As a result, 
the reader of these up-to-date re- 
ports can study the evidence, item 
by item, which when added, gives 
the total value of the farm. 

This book gives complete instruc- 
tions on every detail of evaluating 
the farm from the standpoint of 
farm productivity, possible crop 
yield, building inventory, and many 
other technical items. It will be of 
value to bankers not only for the 


dairy cattle and machinery. The 
market price on feeder cattle, hogs 
and sheep will be given. 

We have no set rule as to the 
amount of the loan in proportion to 
the total value of the collateral, 
such as 60% or 75%. There are 
times when the total loan may even 
exceed the value of the tangible 
collateral—as often happens in a 
crop production loan. There are 
other times when the total amount 
loaned is a relatively small per- 
centage of the collateral value. It 
all depends on the ability to repay. 

The first year that our bank 
launched out in this program 
(1940) we did not have a field man, 
and I did the work before and after 
banking hours. By the end of the 
year, we had built up a nice volume 
and every loan was inspected. 

In my opinion, the only sound 
basis for maturity of a loan is the 
time final payment can be made, or 
one year, whichever is the shorter. 
All elements of repayment must be 


purpose of learning how to scien- 
tifically appraise farm land but also 
to learn how to interpret appraisals 
as a basis for making farm loans. 

In Chapter I, the author makes 
the following interesting and help- 
ful comments: 

“An appraiser needs skill in ob- 
serving and evaluating the physical 
aspects of a farm. Like a detective, 
he is constantly on the alert for 
clues which will give him the an- 
swer to his problem of finding the 
productivity and eventually the 
value of the farm. When the ap- 
praiser first arrives, he may know 
very little about the farm he is 
about to appraise, but when he 
leaves, say two hours later, he 
should know more about the prob- 
able and potential productivity than 
the average operator who may have 
been farming it for years. 

“The appraiser will proceed gen- 
erally as follows: In the first place, 
he will examine the farm with pro- 
ductivity as his main objective. He 
will be on the lookout for abnor- 
mally high- or low-producing spots: 
he will examine the crops, crop 
residues, and the surface, subsur- 





included in the chattel mortgage, 
and all returns from the sale of 
commodities so included must be 
applied on the loan. We insist on 
that, and then consider an addi- 
tional advance if more credit is 
needed. By the same token, we set 
up a definite repayment plan on 
unsecured loans and insist it be car- 
ried out. 

In most cases, cattle feeders do 
not carry enough insurance on 
livestock to cover cattle in the 
feed lot. Livestock insurance is 
available, covering fire, windstorm, 
collision, freezing, and theft, which 
can be purchased at 10 cents per 
$100, per month. The insured 
value of the cattle increases 10% 
per month. If, in a general purpose 
loan, we do not think the borrower 
has enough general insurance and 
could not stand the loss, we will 
insist that it be increased. He may 
take the insurance in a company of 
his own choosing, provided it is a 
company in good standing. 


face and subsoil. Moreover, he will 
prepare an appraisal map of what 
he has observed so he can analyze 
the different soil conditions and 
arrive at a composite productivity 
index of the farm as a whole. 

“In the second place, the ap- 
praiser who has had some experi- 
ence will make important compari- 
sons of the topography, soil, build- 
ings, and location of the farm being 
appraised with other farms he has 
appraised previously. Appraisal in- 
cludes a large amount of compari- 
son. Each farm thoroughly ap- 
praised adds to the appraiser’s 
knowledge and makes it easier for 
him to place the next farm in its 
proper relation to the others.” 


A. I. Kidston of the City Trust & 
Savings Bank, Youngstown, Ohio 
reports that he uses Bankers 
Monthly quiz in preparing tests for 
A.B. classes. He says that the 
Bankers Monthly quiz is very help- 
ful for this purpose. 


Combinations to the money vaults 
should be under dual control. 





The real art of credit analysis consists of judiciously balancing the variety of 
considerations involved to arrive at the proper decision. 





586 





BANKERS MONTHLY 










MANAGEMENT 


Cnalys 


SIMPLIFIES WORK 


at Lincoln National Bank 
and Trust Company 


Syracuse, N. Y. 


Streamlined procedures simplify operations—eliminate unnec- 
essary complications in flow of paper work. Heart of the system 
is the Customers Information File, shown in photo at left, above. 


- in a well-managed bank, costly procedures 


are likely to grow, unnoticed, and become so 










habitual that no one but top management will 
question them. Here is where analysis and sim- 


plification pay real dividends. 


Consider the experience of Lincoln National 
Bank and Trust Co., Syracuse, N. Y. Top man- 


agement initiated a survey of operations and, 
in consultation with Remington Rand Manage- 
ment Analysts, made ar internal audit of pro- 
cedures involving the Customers Information 
File. This study covered such important func- 
tions as opening and closing accounts, answering 
credit inquiries, and handling changes of address 
for 35,000 customers. 


Results were startling. Simplified procedures 
pointed the way to an overall saving of 41% in 


operations, inspections and storages, and a 53% 







saving in transportation of papers. The Kardex 
Customers Information File now functions as 
the clearing house of all information concerning 
depositors—a centralized control, coordinating 


action in all departments. 


The accomplishment of this progressive bank 
indicates how your bank may cut costs and im- 
prove procedures. Remington Rand offers you 
the experience of a nationwide organization 
devoted to simplifying business and banking 
systems. Valuable research data are available on 
systems used to advantage by other organiza- 
tions. For detailed facts on work simplification 
write Remington Rand Inc., Systems Division, 
315 Fourth Avenue, New York 10, N. Y. 












You Pay the Check 
for Cost-Heavy Systems! 


December, 1947 











F ANY of the properties carried 

in your mortgage portfolio have 
been damaged or destroyed by fire 
recently, you no doubt have discov- 
ered that the statisticians are right 
when they say that today’s build- 
ing dollar is worth only 56 cents 
compared with the 1941 dollar, and 
that the insurance people aren’t 
fooling when they declare that a 
large percentage of properties are 
under-insured on the basis of pres- 
ent replacement costs. 

For the first six months of 1947, 
total. fire damage amounted to 
$369,276,000, according to the Na- 
tional Board of Fire Underwriters. 
This is a 23.6% increase over the 
corresponding period of 1946, and 
if losses continue at the present 
rate, 1947 will go down as the worst 
fire year in history. This six- 
months’ total is greater than the 
whole year’s losses in any year 
from 1933 to 1942, inclusive. 

Furthermore, the 12 months end- 
ed June 30, 1947 has the highest 
fire loss recorded in any 12-month 
period. Damage was computed at 
$633,457,000, an increase of 22% 
over the $519,244,000 in the corre- 
sponding period ending June 30, 
1946. 

In homes alone, there are 1,000 
fires every day and enough lumber 
is destroyed annually to build 200,- 
000 five-room dwellings, according 
to the National Fire Protection As- 
sociation. 


An Effort Is Being Made To 
Reduce Fire Loss 


In an effort to halt and reduce 
this enormous drain on the nation’s 
economy, every possible avenue is 
being explored. Insurance com- 
panies, fire protection groups, mort- 
gage lenders ang municipal and 
federal government officials have 
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How To Protect 


Mortgaged Buildings 


From Fire Losses 


Loss from some fires is small because the 
fire is confined to a small area as described 


here by an expert. 


By JOHN E. LANE 


Executive Director, 
Construction Research Bureau, 
* New York, N. Y. 


intensified the continuing campaign 
to prevent fires and to hold damage 
to a minimum once a fire breaks 
out. 

So serious is the situation that the 
President’s Conference on Fire Pre- 
vention was set up by the White 
House several weeks ago. This is a 
non-bureaucratic group, and is 
composed of fire prevention ex- 
perts, municipal officials, insurance 
company representatives and other 
interested persons. 

The Conference will work to 
drive home to the public the fact 
that nine out of ten fires can be 
prevented by elimination of care- 
lessness and a greater degree of 
fire-safe construction in all build- 
ings. 


Standard Building Code 
To Be Set Up 


One of the first things the Con- 
ference discovered was that, at 
least one-third of the communities 
in America have no building code 
of any kind and, hence, there is 
nothing except the builder’s con- 
science to prevent flimsy, dangerous 
construction in those localities. 
Furthermore, the majority of codes 
which do exist. are more than 20 
years old “and most of these need 


serious revision,” in the words of 
Federal Works Administrator Philip 
B. Fleming, general chairman of the 
Conference. 

As a result of these findings, one 
of the top objectives of the group is 
to establish a standard basic build- 
ing code for use throughout the 
country and to modernize all exist- 
ing laws to require the greatest pos- 
sible use of fire-safe building mate- 
rials and construction techniques. 
Unless codes have been kept up-to- 
date, they ignore the countless new 
and improved materials that have 
been developed through the past 
two decades and the knowledge 
gained by builders and architects 
on fire-safe building practices. 

Elimination of as much combus- 
tible material as possible is being 
urged through the use of steel struc- 
tural members, steel window and 
door frames, fire-resistant roofs, 
walls and plaster and the blocking 
off of areas to prevent rapid spread 
of flames should a fire occur. 

This confinement of flames is one 
of the chief concerns of fire-pre- 
vention experts. Innumerable cases 
are on record where damage was 
trivial when construction held the 
flames to the room or area where 
they started. “The first five minutes 





Facts About Fire: 





There are 760 home fires every day! 


A dwelling fire occurs every 2 minutes! 


Once every 50 minutes, someone is burned to death! 


800,000,000 matches are used daily—every one a poten- 


tial fire hazard. 


250,000,000,000 cigarettes are smoked a year—each a 
fire hazard if carelessly discarded. 


—wNational Fire Protection Association 
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IN goes another 


G-E self-contained air conditioner 


... for years of practical comfort cooling 


Put your business into this picture. Customers 
and employees get a lift from the cool, clean, 
comfortable air this General Electric unit pro- 
vides. That’s why you can look ahead to 
bigger summer business with Better Air Con- 
ditioning. The practical advantages of this Gen- 
eral Electric unit mean new customers and 
money saved for your business. 


You can eliminate drafts and “‘dead spots” by 
merely adjusting the louvers and vanes. Duct- 
work can be readily attached to serve adjoining 


spaces. And by adding a steam coil you can re- 
ceive the additional benefits of clean, warm air 
all winter. 


General Electric design and construction . . . 
plus the use of only the finest materials . . . make 
maintenance costs remarkably low. 


Ask your General Electric dealer to show 
you how “G-E Better Air Conditioning pays 
for itself in better business.” General Electric 
Company, Air Conditioning Department, Sec- 
tion 78012, Bloomfield, N. J. 


GENERAL @ ELECTRIC 
Better Air Conditioning 
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is worth the next five hours” is an 
axiom of all fire departments. 

Wall construction gets major con- 
sideration in this connection. Unless 
provided with effective fire-bar- 
riers, a wall is a natural] flue 
through which flames can race and 
spread to the entire structure with- 
in a matter of minutes. Some build- 
ing codes require fire-stops; others 
ignore the subject. As a _ result, 
countless buildings have no fire- 
barriers within walls, as many an 
insurance adjuster and mortgage 
lender has discovered. 


Solid blocks of gypsum or short 
lengths of lumber placed between 
wall studs provide the ideal fire- 
stop. 

Obviously, these cannot be in- 
stalled in existing structures. To 
overcome this lack, fire prevention 
experts recommend that the wall 








How To Build A Fire Stop 
Into A Building 


1. Place solid blocks of gyp- 
sum between all studs. Or— 


2. Place short lengths of lum- 
ber between all studs. Or— 


3. Fill wall spaces with min- 
eral wool thermal insulation. 
Also place a four-inch layer be- 
tween roof and attic. In loose 
form, it can be blown into the 
walls of old buildings. 


4. Stop basement fires from 
reaching the rest of the house by 
installing a ceiling of gypsum 
plaster on metal lath. 
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A four-inch layer of mineral wool thermal insulation blown between, attic rafters 
will stop roof fires on the attic level. 
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spaces be filled with mineral wool 
thermal insulation which is natu- 
rally fire-proof, and that a four-inch 
layer of the substance be placed 
between roof and attic. In loose 
form, it can be blown into inacces- 
sible spaces and batts or blankets 
nailed between rafters and studs 
where there is sufficient space to 
accommodate a workman. 


Wall Construction Can Prevent 
The Spread Of Fire 


Tests conducted by the National 
Bureau of Standards show that a 
wood lath wall filled with the sub- 
stance will stop the passage of fire 
for one hour. 

Most home fires start in the base- 
ment. Hence, it is recommended 
that this area be blocked off from 
the rest of the house with a fire- 
retardant ceiling of gypsum plaster 
on metal lath or any one of the 
many fire-resistant building boards, 
and the installation of a heavy, 
flush-type door at the head of the 
basement stairs with an automatic 
closing device so it will remain 
closed when not in use. 


Considerable variation in hours 


-is shown between banks. We find 


that we seem to do as much from 
10 to 2 as others open 9 to 2 or 10 
to 3. Local conditions require some 
unusual variations, but periodic 
studies should be made of the flow 
of wo1k through the cages. The big 
thing on the horizon is the five- 
day week. Will the banks go on a 
five-day week, or will they stagger 
work and just put employees on a 
five-day week?—R. M. Long, as- 
sistant comptroller, Valley National 
Bank, Phoenix, Arizona. 


Systems Often Need 


. To Be Changed 


In banks, well-planned systems— 
as well as carefully selected, well- 
trained personnel—are_ essential. 
Efficiency in operations cannot be 
obtained without both of these. 
They are interdependent. Keep this 
in mind. 

Don’t accuse a system or change 
it until you have studied your per- 
sonnel setup. If you are now hav- 
ing trouble, think of the trouble 
which may result if, without cor- 
recting your personnel setup, you 
install a new system. If flaws are 
detected and eliminated, yet the 
trouble still exists, then a change 
in the system would be in order. 
This is the logical and economical 
procedure to follow. Let’s concen- 
trate first on the improvement of 
our personnel.—Alvin J. Vogel, sec- 
retary to the Research Committee 
of the National Association of Bank 
Auditors and Comptrollers, Chi- 
cago, Ill. 


Merchant Loans Result 
From Showing A 
Helpful Interest 


Before the turn of the year, we 
began admonishing our merchants 
to watch and if possible to reduce 
their inventories comprised prin- 
cipally of poorly manufactured and 
obscure lines burdening their 
shelves. However, we have not been 
objecting to advancing funds for 
the purchase of additional lines of 
merchandise although that natur- 
ally would add to inventory. 

We have financed several im- 
provements involving store fronts 
and interior remodeling. We have 
participated liberally in an instance 
or two in the financing of new 
buildings in which financing the 
RFC has joined under its usual plan. 

Irrespective of the fact that there 
are approximately 30 agencies in 
town offering electrical equipment 
of all kinds, we have advanced sub- 
stantially for the purchase of that 
equipment to those who, as a rule 
have added lines of that type. 

Obviously, our Personal Loan 
Department here continues in ad- 
vancing on consumer goods but the 
demand is really not as heavy as 
we would like to see, probably due 
to some little purchaser resistance 
which has been increasing during 
the past few weeks.—I. R. Alter, 
president, First National Bank, 


Grand Island, Nebraska. 
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“As of close of business...1947..." 
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; to America’s bankers on 

1 

; a history-making year ! 

; 

; 

. At the end of the year when this nation has sought faith- 
fully to protect the peace we fought for, the bankers of 
America have outstanding some sixteen billion dollars in 

: business loans. In addition, bank debits to individual ac- 

e 

: counts totaled in the last. twelve months one trillion, 

r 

n 100 billion dollars...topping the previous postwar peak! 
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- That tremendous volume is unmatched in all the rec- 

s ords of banking. It was handled by this country’s banks in 

e 

; their stride—a measure of their resources and power. 
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Only one record 
to post... 


No need to post two records—a ledger and 
a statement. With the Recordak Single Post- 
ing System, you post only the statement. 
This serves as your ledger throughout 

the month. At the end of the 
month, it is photographed 
and sent to the depos- 
itor. 


This is 


See how it reduces bookkeeping costs 


in three important ways 


. BANK BOOKKEEFPING, it’s duplication that 
runs up costs: two sets of records to post... two 
or more postings a day. 


The Recordak System of single posting 
eliminates this duplication. And by so doing, it 
reduces bookkeeping costs—as many leading banks 
have found—in three important ways. 

1. It reduces general accounting costs by enabling 
bookkeepers to handle many more accounts. 


2. It reduces stationery costs by making one 
record do the work of two. 


3. It reduces equipment costs by cutting the wear 
and tear on machines practically in half. It 
also cuts machine requirements 40%. 

Important savings . . . these. And if you want to 

know more about the low-cost bank-born system 

that makes them possible—the Recordak Single 

Posting System—write for your copy of “IN 

BANK AFTER BANK AFTER BANK.” It is free, 

of course. 

RECORDAK CORPORATION 
(Subsidiary of Eastman Kodak Company) 


350 Madison Avenue, New York 17, N. Y. 


=RECORDEK 


(Subsidiary of Eastmon Kodak Company) 


originator of modern microfilming—and its application to banking systems 








Only one posting 
| a day... 


No need either to have your bookkeepers 
posting several times a day—as dual-run 


systems usually require. With the Recordak 
System of single posting, such 

duplication is eliminated. Book- 

keepers post only once daily. 


| 


Yours for the asking 
—just mail this coupon Name___ 


Recordak Corporation Bank 

350 Madison Ave., New York 17, N.Y. omens 
I'd like to know more about the Street 
Recordak Single Posting System. 

Please send me a free copy of City 

“IN BANK AFTER BANK AFTER BANK.” : 
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Posting Errors Quickly Found 


Six bank officers here tell how they save time in finding posting 
errors. If some other readers have other methods, Bankers Monthly 
would be glad to hear from them. 


Frequent Sub-totals Reduce Work 
Of Finding Errors 


Here is a very easy way our 
bookkeepers have saved time in 
finding differences resulting from 
errors in posting. 

We have four trays of books con- 
taining about 500 checking accounts 
each, and in the center of each book 
we have a notice that reads, “Please 
sub-total.” 

Consequently, when the carbon 
journal sheet from our posting op- 
eration is compared with the jour- 
nal sheet resulting from machine 
paying, the majority of errors may 
be found in the radius of 250 ac- 
counts, instead of 500. 

We think Bankers Monthly is the 
tops, and are only too glad to pass 
on any ideas that we may have.— 
H. H. Wager, assistant cashier, The 
Merchants National Bank of Bur- 
lington, Vermont. 


Proof Sheet The Basis For Checking 


We use the dual system of post- 
ing. One bookkeeper posts the 
ledger and another posts the state- 
ment. Along with the posting, they 
make a proof sheet and if, after a 
run of posting, a difference shows 
on the sheets, it is immediately run 
down and corrected. 

We make two runs a day and, 
after each run, the totals are also 
compared with the settlement ma- 
chine for any difference. Our sys- 
tem has been working very well 
and we have very little trouble 
with differences.—N. Wilson Schley, 
cashier, The Farmers and Mechan- 
ics National Bank, Frederick, Md. 


This Posting Machine Will Not Clear 
lf An Error Has Been Made 


Our most effective way of find- 
ing posting errors is to try to elim- 
inate such errors at the source by 
using posting machines which the- 
oretically detect errors of such type 
By failing to clear out the balance 
after each transaction is posted. 

However, despite all reasonable 
precaution, errors do occasionally 
creep in. When an error exists, we 
check each transaction which has 
been posted to the ledger sheets 
within the block which seems to be 
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off. This, of course, is a tedious 
business, but if trial balances are 
taken frequently enough, it is not 
too bad. — Kinsley M. Batchelder, 
assistant treasurer, New Hampshire 
Savings Bank, Concord, N. H. 


Dual Posting Is Relied On 
In This Bank 


It has been a common practice 
over a long number of years, par- 
ticularly in smaller banks, to rotate 
bookkeepers where a dual posting 
system is used. That is, where a 
ledger sheet and a statement sheet 
are posted, each of these postings 
being handled by a separate book- 
keeper. This system is rather gen- 
eral in this community and the 
method outlined has proved to be 
the most satisfactory. 

One possible error is where both 
bookkeepers post the same chéck or 
deposit to the wrong account, which 








Six Ways Errors Are Found 


1. Sub-totals are taken on the 
journal sheet after each 250 ac- 
counts to confine the search for 
an error to that number. 


2. A proof sheet is kept in the 
machine posting the ledger, and 
one is kept in the machine post- 
ing the statements. If a differ- 
ence occurs, checking is more 
rapid on these proof sheets. 


3. A posting machine is used 
which locks if the entries do not 
total the same as a pre-deter- 
mined total, and errors of amount 
never get beyond one account. 


4. A second bookkeeper runs 
old balances which are used to 
check the accuracy of posting. 


5. Different persons post the 
ledger and statement on the 
theory that they will seldom 
make the same error. 


6. Carbon copies of all post- 
ings are made with sub-totals 
made frequently so that errors 
may be discovered quickly. 


has been done, but very infrequent- 
ly. Such an error is caused by the 
similarity in the names of accounts. 

Some banks are now using the Re- 
cordak system where only one post- 
ing is done and the permanent bank 
record kept on microfilm.—R. L. 
Stembridge, Jr., vice president and 
cashier, Danville Loan and Savings 
Bank, Danville, Virginia. 


A Second Bookkeeper Runs 
Old Balances 


To prove and ascertain that the 
correct account has been posted, we 
have another bookkeeper list the 
old balances of all accounts affected 
by the day’s posting. No ledger 
sheets are extended when this list- 
ing is made. The regular bookkeep- 
er then posts the items. 

The old balances run by the other 
bookkeeper, plus deposits and less 
checks posted by regular bookkeeper 
should total amount shown in ma- 
chine as new balances after posting 
is completed. We find this a simple, 
safe and sure method.—E. P. Beat- 
ty, vice president and treasurer, 
The Dollar Savings and Trust Com- 
pany, Youngstown, Ohio. 


Carbon Copies Help Locate Errors 


We use Burroughs’ latest model 
posting machines, with the dual 
posting system, which we find very 
satisfactory. Carbon copies of both 
ledger sheets and statement sheets 
are made at time of posting with 
accumulated totals according to 
sections of checks charged, deposits 
credited, and new balances of ac- 
tive accounts. 

When one or more sections of 
each ledger does not prove, it can 
be determined from these carbon 
copies whether the error is in post- 
ing checks, posting deposits, or 
picking up old balances, by check- 
ing the carbon copy of the ledger 
sheet against the carbon copy of the 
statement sheet. 

If totals of checks and deposits 
for that section prove, it is obvious 
that the error is in picking up the 
old balances or posting to the 
wrong account.—Scott W. Brothers, 
assistant treasurer, Chittenden 
County Trust Company, Burling- 
ton, Vermont. 
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Birlral of K RABID MONROE FAN 


Once a girl gets her hands on a Monroe, just try and switch her to some other 


machine—you'll have a tough job on your hands. 
She has become convinced that Monroe simplicity and Monroe ‘Velvet Touch’ ease of operation, 
enable her to turn out more work and better work with a minimum of strain and fatigue. 
Simplicity and ease of operation are basic Monroe advantages in Monroe Calculators, 
Listing Machines, and Bookkeeping Machines. They are cutting figure costs in 
thousands of banks by speeding the work and saving the workers. 
Every Monroe user has the advantage of complete figuring and maintenance 
service through a Monroe-owned branch in every important city. 


Monrce Calculating Machine Company, Inc., Orange, New Jersey. 


ONROE 


MACHINES Li ia SUSINESS 


CALCULATING ° ADDING ACCOUNTING MACHINES 


December, 1947 





Banking Holidays By States 


JANUARY-JUNE, 1948 





The light numbers are Sundays. The black numbers are other holidays. The symbol * follow- 
ing a date indicates that the holiday is observed only by some of the banks in that state. The 
letter (s) following state name indicates that permissive Saturday Closing Law is in effect. 




































































































































































































































































STATES JANUARY FEBRUARY MARCH APRIL MAY JUNE 

| 
ALABAMA 1, 4,11, 18, 19,25 | 1,8, 10,15, 22, 23,29 | 7,14, 21,28 [ain t825,26 | 291628.30 3,6,13, 20,27 
ARIZONA 1,4,11,18,25 | 1,8,14,15,22, 28,29 | 7,14, 21, 28 4,11,18,25 | 2,9, 16,23,30,31 6,13,20,27 
ARKANSAS ‘| 4.4.11, 18, 19,25 | 1,8, 15, 22, 93, 29 7, 14, 21, 28 4, 11, 18, 25 2, 9, 16, 23, 30, 31° 6, 13, 20, 27 
CALIFORNIA (s) ~) i) 1 4,11,18,25 | 1,8, 12,15, 22, 23,29 7,14,21,28 =| 4,11, 1825 2, 4 9, 16, 23, 30,31 6, 13, 20, 27 
COLORADO 46411, 18,25 | 1,8,12,15,22,23,29 | 7,14,21,28 | 4, 11, 18, 25 2, 9, 16, 23, 30, 31 6, 13, 20, 27 
CONNECTICUT (+) “44,11, 18,25 | 1,8,12,15,22,23,29 | 7,14,21,2628 | 4, 11,18,25 | 2,9, 16,23,30,31 | 6,13, 20,27 
DELAWARE (s) 1, 4, 11, 18, 25 L 8,12, 15,22, 23,29 7,14,21,26,28 | 4, 11, 18, 25 2,9, 16,23, 30,31 | 6,13, 20, 27 
DISTRICT OF COLUMBIA (: (s) 1, 4, 11, 18, 25 1, 8, 15, 22, 23,29 | 714, 21,28 ~4,11,18,25 | 2,9, 16, 23, 30, 31 6, 13, 20, 27 
FLORIDA () 1,4, 11, 18, 19,25 | 1,8, 10°, 15, 22, 28, 29 | 7, 14, 21, 26, 28 | 4,11, 18, 25,26 | 29,16,23,30,31 | 86,13,20,27 
GEORGIA (s) | 464,11,18,19,25 | 1,8,15,22,93,29 | 7,14,21,28 | —4,11,18,25,.26 | 29,162,350 | 8,6, 13,20, 27 
IDAHO | 4,4, 11, 18, 25 1, 8, 15, 22, 29 7.14,21,28 | 4,11,1825 | 2,9,16,2330,31 | 6,13,20,27 
ILLINOIS | $4,11,18,25 | 1,8,99,15,22,23,29| 7,14,21,2%28 | 4,11,18,25 | 29,16,23,30,31 | 6,13,20,27 
INDIANA : 64,11, 18, 25 | 1,8, 92, 15, 22, 23, 29 |__7.14, 21, 26, 28 | 4, 11, 18, 25 2,9, 16,23,30,31 | 6,13, 20,27 
IOWA : “144,11, 18, 25 14, 8,9215,22,93,29|  ¥,14,21,28 | 4,11,1825 | 29,16,23,30,31 |  6,13,20,27 
KANSAS ee r 4411, 18, 2 25 | 1,8,9215,22,23,29 | 7,14, 21, 28 4, 11,1825 | 2,9, 16, 23, 30, 3 6,13, 20,27 
KENTUCKY a ~ 4, 4, 11, 18, 25, 30 ay 1, 8, 12, 15, 22, 28, 29 7, 14, 21, 28 4,31, 18, 25 2, 9, 16, 23, 30, 31 36,13, 20,27 
LOUISIANA” 1, 4,8, 11, 18, 19, 25 | 1,8, 10°, 15, 22, 23, 29 | 7,14, 21,2628 | 4,11, 18,25 2, 9, 16, 23, 30,31 | 3, 6, 13, 20, 27 
— -4,11,18,25 | 1,8,15,22,23,29 | 7,14, 21,28 4,11, 18,1925 | 2,9,16,23, 30,31 | — 6,13,20,27 
MARYLAND (3) 1, 4, 11, 18, 25 1, 8,15, 22,2829 | 7,14,21,28,26,28 | 4, 11, 18,25 2,9, 16,23, 30,31 |  613,20,27 
MASSACHUSETTS (s) | *$,4,11,18,25 | 1,8,15, 22, 23,29 7,14, 21,28 | 4,11,18,19, 25 2, 9, 16, 23, 30, 31 6,13, 17%, 20,27 
MICHIGAN "a 1.4.11, 18,25 | 1, 8,12, 15, 22, 23, 29 7, 14, 21, 28 4,11, 18,25 | 2,9, 16, 23, 30, 31 6,13, 20,27 
MINNESOTA ‘164,11, 18,25 | 1,8,12,15,22,23,29 | 7, 14, 21, 26, 28 4, 11, 18, 25 2, 9, 16, 23, 30, 31 6,13, 20,27 
MISSISSIPPI _ | 14 11,18,19,25 | 1,8, 15,22, 23,29 7, 14, 21, 28 4,11, 18,2526 | 2,9,16,23,30 | 36,13,20,27 
MISSOURI (s) 1, 4, 11, 18, 25 1,8,15,22,28,29 | 7142128 4 M1, 18, 25 2, 9, 16, 23, 30, 31 6, 13, 20, 27 
MONTANA | 4,10, 18,25 | 1,8,9215,22,93.29 | 7,14,21,28 | 4, 11,18, 25 ~ 2,9, 16,23, 30,31 | 6,13,20,27 
NEBRASKA  64,11,18,25 | 1, 8, 12, 15, 22, 28, 29 7, 14, 21, 28 ~ 4, 11, 18, 25 ~ 2,9, 16, 23, 30, 31 6, 13,20,27 
NEVADA. | 4, 4,11, 18, 25 1, 8, 12,15, 22, 23,29) 7, 14,21,28 4,11,18,25 | 29,16,23,3031 | 6,13, 20,27 
NEW HAMPSHIRE (s) | 4,4, 11; 18, 25 1,8, 15, 22,2329 | 7, 14, 21, 28 “4, 11, 18, 25 2,9, 16,23, 30,31 | 6,13, 20,27 
NEW JERSEY (s) | 4,4, 11, 18, 25 1,8, 12,15, 22,2329 | 7,14,21,2628 |  4,11,18,25 2, 9, 16, 23, 30, oy | 613,20, 27 
NEW MEXICO — | 4,4, 11, 18, 25 1, 8, 15, 22, 23, 29 7, 14, 21,2 26, 28. 4,11, 18, 25 2,9, “16, 23, 30, 1 ~ 6,13, 20, 27 
NEW YORK (s) | 411, 18,25 1, 8, 12,15, 22, 28,29 | 7%14,21,26,28 | 4, 11, 18,25 2,9, 16, 23, 30, 31 ma 6, 13, 20, 27 
NORTH CAROLINA 1. 4, 11, 18, 19°, 25 | 1,8, 15, 22, 23°, 29 7, 14, 21, 28, 29° 4,11, 12", 18,25 2,9, 10°, gar 23, 30, 6, 13, 20, 27 
NORTH DAKOTA 1, 4, 11, 18, 25 1, 8,12, 15, 22,2329 7,14,21,26,28 | 4, 11,18,25 | 2,9, 16,23, 30, a | 61% 20, 27 
OHIO (s) 1.4.11, 18,25 | 1,8, 12," 15, 22, 23,* 29 7, 14, 21, 28 4, 11, 18, 25 2, 9, , 16, 23, 30, 31 3 | «6,13, 20,27 
OKLAHOMA 1, 4, 11, 18, 25 1, 8, 15, 22, 23, 29 7, 14, 21, 28 4,11, 13, 18,2225 | 29, 16, 23,3030 | 6,13, 20, 27 
OREGON 1. 4, 11, 18, 25 1, 8, 12, 15, 22, 23, 29 "7, 14, 21, 28 4, 11, 18, 25 2, 9, 16, 23, 30, 1 |, 13, 20, 27 
PENNSYLVANIA 1, 4, 11, 18, 25 1, 8, 12, 15, 22, 23,29 | 7,14, 21, 26, 28 "4, 11, 18, 25 2,9, 16,23, 30,31 | 613, 14 20, 27 
RHODE ISLAND (s) 1, 4, 11, 18, 25 1, 8, 15, 22, 23, 29 7, 14, 21, 28 4,11,18,25 | 2 5.9, 16, 23, 30, 31 6, 13, 20, 27 
SOUTH “CAROLINA 1, 4,11, 18, 19.25 | 1,8, 15, 22, 93, 29 7, 14, 21, 26%, 28 “4,11, 18,25 | 2,9, 10% 16, 23, 30 Kk: 6, 13, 20, 27 
SOUTH DAKOTA 1, 4, 11, 18, 25 1, 8,12, 15, 22,2329 7, 14, 21, 28 4,11,18,25 | 2,9, 16,23, 30,31 6,1: 13, 20, 27 
TENNESSE iz 1,4, 11, 18, 19,25 | 1,8, 12,15, 22,23,29 | 7,14, 15, 21, 26, 28 4,11, 18,25 | 2,9, 16, 23, 30, _¥ | 36,13, 20, 27 
TEXAS” 1, 4,11, 18, 19,25 1, 8, 12, 15, 22, 23, 29 2.7.14, 21,28 | 4, 11, 18, 2, 2 | 2,9, 16, 23, 30, a 4 6, 13, 20, 27 
— ; 1, 4,11, 18, 25 1, 8, 12, 15, 22, 23, 29 7, 14, 21, 28 4 11, 18, 25 2,9, 16, 23, 30, a 6, 13, 20, 27 
VERMONT 1, 4, 11, 18, 25 1, 8, 12,15, 22, 23, 29 "9, 14, 21, 28 4,11,18,25 | 2,9, 16,23, 30,31 613,20, 27 
VIRGINIA 14.11, 18,19, 2 | 1,8, 15, 22, 23, 29  -7,14,21,28 | 414981825 | 2,9, 16,23, 0, 31 3, 6, 13, 20, 27 
WASHINGTON (s) 1. 4, 11, 18, 25 1,8, 12, 15,22,23,29| 7, 14,2128 ~ 4, 11, 18, 25 ~ 2,9, 16, 23, 30,31 6, 13, 20, 27 . 
WEST VIRGINIA 14,11, 18,25 | 1,8,99%,15,22,93.29|  7.14.21,28 | 4,11,18,25 | 2,9,16,23,30,.31 | 6,13,20,21%,27 — 
WISCONSIN (s) 1. 4, 11, 18, 25 1,8, 12,15, 22,2329 | 714,21,28 4, 11, 18, 25 | 29, 16,2 25, 30, 31 ~ 6,13,20,27 
WYOMING 1,4,11,18,25 | 1,8, 12,15, 22, 23,29 ~ 9, 14, 21, 28 411,18,25 2.9, 16, 23, 30, 31 6.18, 20, 27, 
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In Chicago 


You are cordially invited to use The First National 
Bank of Chicago as your correspondent. To serve you, 
and to insure prompt attention in all correspondent 
bank relationships, there is an experienced group of 


‘officers which devotes its entire time to this work. 


Epwarp E. Brown, Chairman 
James B. ForGcAN BentLey G. McCioup 
Vice-Chairman President 


BANK AND BANKERS DIVISION OFFICERS 


Joun J. ANTON Vice-President 
Tuomas J. Nucent Vice-President 
Haroip W. Lewis Asst. Vice-President 
Me vin H, Tues Asst. Vice-President 
Verne L. BarTLING Asst. Vice-President 
Cuares F. NEWHALL Assistant Cashier 
Epwarp DECKER Assistant Cashier 
C. Guy WILLARD Assistant Cashier 


The First National Bank of Chicago 


Building with Chicago and the Nation Since 1863 


— MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


December, 1947 





BANKERS MONTHLY 
QUIZ No. 55 


Circle the letter before the answer you 
believe correct, then refer to page 604 for 
detailed explanation of correct answer. 


A teller received rolled half 
dollars and a deposit slip list- 
ing, “Halves, $140.” The teller 
looked at the rolled money and 
said, “Do you have another roll in 
your pocket, your deposit slip lists 
one more roll than you gave me?” 
How many rolls had the customer 
handed in with the deposit slip? 


a. 13; b. 39; ¢. 26. 


If John Adams has no personal 

account but has a business ac- 
count with the account name of 
“Blue Ribbon Store,” would it be 
wise to cash a check signed “John 
Adams?” 


a. Yes; b. No; ¢. Yes, if you have his 
signature on file. 


What are “active securities?” 


a. Those for which there is a daily mar- 
ket; b. Those which are listed in Dun & 


Bradstreets; c. Those issued by “going 
concerns.” 


4 | Which of the following types 
of information can be found in 
a bank directory? 


a. Membership in A.B.A. of each bank; 
b. Symbol to indicate the officer han- 
dling collections; ¢. Principal correspond- 
ents of each bank. 


If you saw the number 2-8 op- 

posite the name “Bank of 
Montreal,” in which of the follow- 
ing cities would you think the bank 
was located? 


a. St. Louis; b. New York; ¢. Los Angeles; 
d. Chicago. 


fj. In which record should Cash- 

ier’s Checks Outstanding be 
entered? They are the balance of 
the bank’s unpaid cashier’s checks 
drawn upon itself for purposes 
other than the payment of divi- 
dends upon the bank’s stock. They 
are sometimes sold to customers for 
use in making settlements for which 
personal checks would not be ac- 
ceptable, and to non-depositors for 
use in making settlements of all 
types. 

a. Commercial ledger; b. savings ledger; 

¢. general ledger. 


598 


wa In which of the following 
months is there no bank holi- 
day which is observed in all states? 


a. March; b. December; ¢. January. 


Is it possible to buy insurance 

to repay the insured for a loss 
resulting from a violent shaking or 
trembling of the earth which-dam- 
ages or destroys the insured prop- 
erty? 


a. No; b. Yes, it is called “earthquake 
insurance.” 


Which of the following is most 
likely to be an amortized loan? 


a. For the purchase of corn to feed 
steers; b. For the purchase of a truck 
by a trucker; ¢. For the purchase of iron 
ore by a steel mill. A 


How many inches of file space 
in a drawer four by four 

inches, would be required to store 

photographs of 54,000 checks? 


a. Six inches; b. seven inches; ¢. eight 
inches; d. nine inches; e. ten inches. 


What is the correct term de- 

scribing a draft drawn under a 
letter of credit and accepted by the 
bank on which it is drawn? 


a. Banker's acceptance; b. Bank draft; 
c. Term draft. 


The Midland National Bank is 
in which of these cities? 


a. Omaha; b. Minneapolis; ¢. Denver. 


If you (as _an individual) re- 

ceive a check which is good in 
every way except that it is not 
dated, would it be proper to enter 
the date and cash it? 


a. No, a check must be complete; b. No, 
if you entered the date you would make 
a material alteration; ¢. Yes, any holder 
may date a check if it is otherwise com- 
plete. 


The first numeral in the new 

routing symbol indicates the 
federal reserve district in which 
the check is payable; the second in- 
dicates the federal reserve bank or 
branch through which the check 





will be cleared most promptly; the 
third indicates immediate or de- 
ferred credit. With these facts in 
mind, how would you interpret the 
symbol 410? 


a. 4th District Cleveland Federal Reserve 
Bank immediate availability; b. 4th Dis- 
trict Richmond Federal Reserve Bank de- 
ferred availability; ¢. 4th Dist. Cincinnati 
Federal Reserve Bank immediate avail- 
ability. 
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Which of the following rules 
should be followed by a bank 
having a safe deposit vault? 


a. It is proper for the customer to leave 
his key in the box door while he goes 
to the booth to examine his valuables; 
b. Do not permit the customer to leave 
his key in the lock when he goes to the 
coupon booth. 


There are four kinds of cur- 
rency. A one dollar bill might 
be which of the following? 


a. Federal Reserve Note; b. National 
Bank Note; ¢. Silver Certificate. 


A customer, not known to the 

teller, came into a Minnesota 
bank one day and said: “I lost the 
passbook for my savings account 
and I’m in urgent need of $50. Can’t 
I give you a receipt and get that 
much money out of my account?” If 
you had been the teller of whom 
this question was asked, which one 
of the following answers would 
have been the correct answer to 
give? 


a. Your money is here to your credit all 
right and it will not be paid out to any- 
one else. However, before we can issue 
a new book, the old one must be adver- 
tised in the newspaper and a certain 
time must elapse. In the meantime, | am 
sorry to say, we cannot accept a receipt 
and pay you the money. b. Certainly, 
just make out this receipt and I'll give 
you the money. ¢. There’s a blank check 
over there on the customer's table. Just 
write out a check for $50 and I'll cash 
it for you. 


Can a man appoint his own 
wife as executrix of his estate 
will? 


a. Yes; b. No; ¢. Only by court action; 
d. Only in the District of Columbia. 


If a customer handed you cur- 

rency including three fives, 
four tens, four ones and two two’s, 
how many pieces could not be Fed- 


eral Reserve Notes? 

One of the following state- 
ments is a necessary rule for a 

teller. Which one is it? 


a. Watch endorsements closely; b. Make 
a duplicate deposit ticket in addition to 
entering a deposit in the passbook. 
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<C¥ AM IN ONE respect better 
I off than Moses,” wrote 

Henry Clay to a friend. “He 
died without reaching the 
Promised Land. I occupy as good a farm as 
any he would have found, had he reached 
it, and Ashland has been acquired, not by 
hereditary descent, but by my own labor.” 
Yet though Clay attained his Promised 
Land, his long career as Congressman, Sec- 
retary of State and Senator prevented him 
from dwelling there as much as he wished. 
Each time he decided to retire, popular de- 
mand and his own zeal forced him to re- 
enter public life. 

‘Clay bought Ashland, near Lexington, 
Kentucky, in 1806 and built the main house 
a few years later, adding to the estate at 
intervals until it included 600 fertile acres. 
An excellent farmer, he took great interest 


- me! a 
Henry Clay addressing the Senators in 1850 


December, 1947 







From an old daguerreotype 






in the management of the 
place and in raising fine horses 
and breeding cattle. In his ab- 
sence much of the responsi- 
bility was shouldered by his wife, the former 
Lucretia Hart, and, as Clay declared, “how 
diligently, how nobly she has performed the 
duties thus devolved upon her can be known 
to no mortal save myself alone.” 

Henry Clay achieved his fame, just as he 
acquired Ashland, through his own efforts. 
Lacking much formal education, he never- 
theless rapidly made his reputation as a bril- 
liant orator and lawyer. People used to say 
that no one whom Clay defended was ever 
hanged. Whenever he spoke, huge crowds 
gathered, attracted by his superb voice and 
compelling personality. However, his re- 
nouncing a lucrative law practice for public 
service prevented him from becoming 
wealthy. In fact, at one time it 
seemed that he would have to sell 
Ashland until anonymous friends 
throughout the country raised 
$50,000 with which they settled 
his obligations. 

Between 1824 and 
1848 Clay was a strong 
presidential candidate 
in nearly every cam- 
paign but in spite of his 
popularity and the fact 
that for a generation he 





Henry Clay's 
Promised: Land 


Ashland stirs a memory of days when Clay walked this ground be loved 


was the acknowledged FIRE 


leader of his party, the nation never re- 
warded him with its highest office. Although 
he is quoted as saying, “I would rather 
be right than President,” his failure to at- 
tain this position was a bitter disappoint- 
ment. His private life was further saddened 
by family tragedies. Of eleven children, all 
six daughters died before their father, one 
son was killed in the Mexican War and 
another became insane after an accident. 

After Clay’s death the house at Ashland 
was torn down, but the present dwelling, 
reconstructed by his son on the same plan 
and with some of the original materials pre- 
serves the same general aspect. Within are 
much of Clay’s furniture and many memen- 
tos of his career. Though the estate has 
dwindled in size, it still retains the peaceful 
charm which made it a place of solace to 
the famous owner. 


The Home, through its agents and brokers, 
is America’s leading insurance protector 
of American Homes and the Homes of 
American Industry. 


* THE HOME « 
SPrswrance 


Company 


NEW YORK 
© AUTOMOBILE © MARINE 
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We Feel Safer With 
A Definite Investment Policy 


The policy includes scheduled percentages of 
municipals and governments to be held under 
varying circumstances. 


S OF December, 1946, our total 

Government bond account was 
earning an average of 1.743% on 
it’s book value. We hold only $19,- 
000 of early maturing municipal 
bonds, and no other bonds except- 
ing governments. 

We think only governments are 
best for our bank and we have set 
up percentages of each maturity to 
be carried. We buy U. S. Treasury 
Certificates, notes and bonds, but 
not bills. 

We consider all our assets as be- 
ing subject to the same investment 
principles; all deposits as being, in 
effect, demand deposits. 

I believe every bank’s operating 
executive, in banks our size, will 
get a lot of good from formulating, 
setting up, revising, and trying to 
operate a definite investment policy. 

Our Investment Policy was for- 
mulated as of July 1, 1944, and re- 
vised in minor details as of July 1, 
1945. 


Primary Reserve Policy 


Our primary reserve consists of 
cash in vaults and demand bank bal- 
ances. It is for use in the ordinary 
transaction of our business. The 
dollar amount necessary for the 
safe conduct of our business is de- 
termined by the following: 

General business conditions. 

Character and fluctuations of our 
deposits. 

Minimum bank balances needed 
at Federal Reserve and other 
banks. 

Necessary vault and till cash. 

We have the following standards 

for our primary reserve: 

To be not less than 12%% of 
total assets. : 

To be not over 20% of total as- 
sets. 

Most desirable amount is 15% of 
total assets. 

Distribution of primary reserve: 

Vault and till cash—maximum 
$25,000. 

Federal Reserve Bank balance 
$300,000. 
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By K. B. GLASER 


President, Blissfield State Bank 
Blissfield, Mich. 


Balances in other banks $175,000. 
Our secondary reserve consists of 
securities maturing within 114 years 
which are readily marketable with 
little, if any, loss. It is for use in 
event of sudden, heavy deposit 
shrinkage, or sudden, increased 
short term loan demand. About 
$100,000 of this earmarked to 
take care of livestock feeding loans 
each fall. The desired amount of 
this reserve is determined by: 
General business conditions. 
Possible fast shrinkage of de- 
posits. , 
We have the following secondary 
reserve standards: 
To be not less than 15% of total 
assets. 
To be not over 30% of total as- 
sets. 
Most desirable amount is 20% of 
total assets. 
Combined primary and secondary 





reserves are to be not less than: 
One half of deposit increase since 
December 31, 1939, plus $250,- 
000 working cash balance. 
Distribution of secondary re- 
serve: 
Six-month Bank Certificates of 
Deposit. 
U. S. Government securities up 
to 144 years maturity. 


Investment Account 
The investment account consists 
of loans and investments primarily 
for producing income. The follow- 
ing is standard: 

1. Bank building, furniture and 
fixtures 112% of assets. 

2. Local mortgage and note loans 
up to 30% of assets. 

3. U. S. Government market is- 
sues, maturing 11% to 61% years 
up to 25% of assets. 

4. U. S. Government market is- 
sues, maturing 6% to 10% 
years up to 15% of assets. 

5. U. S. Government “G” bonds, 
maturing up to 12 years up to 
15% of assets. 








Eight Basic Principles In This Investment Policy 


1. We consider all our assets 
as being subject to the same 
investment principles; all de- 
posits as being, in effect, de- 
mand deposits, 


2. As of December, 1946, our 

total Government bond account 

-was earning an average of 
1.743% on its book value. 


3. We hold only $19,000 of 
early maturing municipal bonds, 
and no other bonds except gov- 
ernments. 


4. Primary reserves consist of 
cash in vault and demand bank 
balances. It is for use in the ordi- 
nary transaction of our business. 


5. Our secondary reserves 


consist of securities maturing 
within 142 years which are read- 
ily marketable with little, if any 
loss. It is for use in event of sud- 
den, heavy deposit shrinkage, or 
sudden, increased short-term 
loan demand. 


6. The investment account con- 
sists of loans and investments 
primarily for producing income. 

7. We have a review of our 
investments by the Board of Di- 
rectors every three months. 


8. We _ liquidate our longest 
term government market bonds 
to take care of generally lower 
deposits or increased local loan 
demand. 
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6. U. S. Government market is- 
sues, maturing 104% to 15% 
years up to 10% of assets. 

7. High-grade municipals, matur- 
ing 14% to 10% years up to 2% 
of assets. 

Total of above investments to be 

not over 65%. 

We have a review of our invest- 
ments by the Board of Directors 
every three months. We liquidate 
our longest term government mar- 
ket bonds to take care of generally 
lower deposits or increased local 
loan demand. 

We think a general bond account 
for banks of our size is too risky. 
Our experience with bond advisory 
services has not been satisfactory, 
nor has that of several other bank- 
ers with whom I have talked. They 
misjudged the rails, and also mis- 
judged the trend of sub-standard 
bonds in our portfolio when they 
assumed supervision. 

We have had good service from 
our large correspondent banks. I 
have found it advantageous to buy 
securities from banks in the bonds’ 
towns-of-issue rather than to pur- 
chase them through dealers. 


Auditor's Verification 


Protects Bank, Depositor 

James Smith had been a book- 
keeper for five years. He was a like- 
able fellow of good appearance, 
energetic and efficient and had 
shown all the qualifications neces- 
sary for promotion. So when an op- 
portunity arose, the management 
of the bank made him a teller. 

One day some five years later, he 
was temporarily absent from his 
cage. Pinch-hitting in the interim, a 
substitute teller noted that a de- 
positor’s balance as indicated on his 
passbook showed approximately 
$1,500 more than did the bank rec- 
ords. When reported, this led to an 
investigation and the uncovering 
of a defalcation aggregating some 
$75,000. 

A detailed investigation disclosed 
that James Smith was responsible 
for the shortage, although it was 
never learned what had been done 
with the money. 

Smith had obtained this sizable 
sum by making fictitious certified 
check entries against various de- 
posit accounts. Individual state- 
ments had been altered before de- 
livery to depositors so as not to 
show the certified check debits 
which had been entered to keep the 
books in balance. 

Yet it would have been relatively 
simple to have taken restrictive 
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Surveys among the armed forces 
who trained here or embarked 
from here showed that 50% in- 
tended to return to live. Expan- 
sion of industry is keeping pace 
with the population providing 
the necessary jobs. 


Our correspondent bank service 
will enable you to better serve 
your customers in the West. 


CITIZENS 


LV DLT IZ estasusHen 1890 ee 


TRUST & SAVINGS 


of LOS ANGELES 


LOS ANGELES 


Member Federal Deposit Insurance Corporation 








precautions in advance of Smith’s 
appointment that would have great- 
ly reduced the possibility of subse- 
quent embezzlements. Auditors’ 
verifications submitted directly to 
customers with replies sent straight 
to the auditor serve as a further 
safeguard in the regular prepara- 
tion and validation of bank state- 
ments. No banker should overlook 
this valuable means of further pro- 
tecting the depositors’ dollars.—W. 
J. Nichols, executive secretary, 
Standard Accident Insurance Com- 
pany, Detroit, Mich. 





Ohio Needs A 
Stop Payment Law 


We do not have a state law limit- 
ing the liability of a bank to any 
certain number of days on stop 
payments; however we would cer- 
tainly be in favor of such legis- 
lation, and in this respect I would 
suggest that the length of time be 
60 days. This in my opinion seems 
to be sufficient time to clear up the 
matter. — George R. Herzog, vice 
president and cashier, Union Bank 
of Commerce, Cleveland, Ohio. 
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Lebanon, Indiana: 


on check No.__ 
dated 


I agree that this sto 


renewal. 





of 








Only Two Stop Payments 
We Formerly Had Dozens 


We keep stop payments in our files for only 
30 days unless the customer renews the 
order and pays 50 cents for each renewal. 


By PAUL A. MORRIS 


Cashier 


Citizens Bank & Trust Co. 


Lebanon, Indiana 


HEN I read the article on page 

311 of July Bankers Monthly 
entitled, “Laws Can Reduce Stop 
Payment Work,” I noted that In- 
diana has no law. As I analyzed that 
article, I thought to myself, “Our 
bank doesn’t need a law.” 

Under our system of handling 
stop payments on checks, we limit 
the time we will watch for the check 
in the contract which we have our 
customer sign. Our stop payment 
order reads: 


If still unpaid, please stop payment on 
check No..................., payable to................ 
ae eee “t . keommetees 
0 SN SPER ens signed 
by me, and I agree to indemnify you 
against any loss resulting from non-pay- 
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To Citizens Loan and Trust Company, 


If still unpaid, please 
__.. payable to___ 
i sisanilt icy, ROMO... sa 


signed by me, and I agree to indemaify you against any loss somali 
this check thru inadvertency or oversight, it is expressly understood 


Dated at Lebanon, Indiana, this ~ 















Please renew the i = on th 
other side hereof for the ee th day wen ending 


STOP PAYMENT 


RENEWAL 





WE Bice 5 as 





day 


from non-payment of said check. Should you on 
at you will in no way be held responsible. 

“payment order shall become null and void at the expiration of thirty days from this date, and that 
renewals of this order may be made by me under the same conditions and at a charge of $0 cents for each thirty-day 





encapinnreiiennccgnettedl $9 BY 


Sockizopor vert ths Tikal ilo Chacka each day while this Stop-Payment Order is in ofleel seen 


(Gee OTHER GIDE FOR RENEWALS AND REVOESATION) 


SHUMATE INC., LEBANON, INDIANA. 





Di anceinissieibtieantmndninttibioriasaipesicepniatarititinpeinticmnitiisinigiiinnating 


Please renew the won. — order on the 
other side hereof for the th 


SOc to me, all as set out ‘on the other side hereof. 
I acticiceccccsveenpimnsicciniptecteinieg 


all Checks posted te this Account 







RENEWAL 


rty-day period ending 
19... at a charge of 


wewnees erences sn entencnscncecsenencerenpensnees -cncam 


pnt aneneaeanetrs race ereneneenenese eHemnseesnreincerersetenees Sn emeeneees 






















os 


ment of said check. Should you pay this 
check thru inadvertency or oversight, it 
is expressly understood that you will in 
no way be held responsible. I agree that 
this stop payment order shall become null 
and void at the expiration of thirty days 
from this date, and that renewals of this 
order may be made by me under the same 
conditions and at a charge of 50 cents for 
each thirty-day renewal. 

You will note that payment is 
stopped for 30 days only, and on 
the back of the card, there is provi- 
sion for renewing the stop payment 
order for five 30-day periods at a 
charge of 50 cents for each addi- 
tional period. 

When a stop payment order is 
entered, we have it listed at our 
Tellers’ windows and also put a flag 


Please renew the wy Am oe ot order on the 
other side hereof for the 


Mii. 
BOc to me, all ‘as set out on the other side hereof. 
Signed.............. 


eerenene srenen-oneenens: 


By... 


notes eo ene ne ents -enemnenenseamers 0 evenewneneeme 


The within stop-payment order is hereby re- 
jeased and revoked this..................... day of 





" ‘RENEWAL 
rty-day period ending 
at a charge of 


— on 


teat on ceeegeaewes peeerers ereneee: 





~""Depositor. 


REVOCATION 


ao eae cme enn et anne esemmen centerserens -ecreawen ens ere: “ene neee etree 


on the customer’s checking account 
ledger sheet. 

The stop payment order card is 
the size of a check and is sorted in 
with the checks each morning by 
the posting machine clerk. 

Before we adopted our present 
system, a customer simply signed a 
notice stopping payment on a check, 
and unless the customer came in 
and took the notice down, we kept 
the notice on file indefinitely. Nat- 
urally, we accumulated dozens of 
such notices. 

Under our present system, we 
have only a few stop payment or- 
ders in force at any one time be- 
cause most of them expire in 30 
days. I notice at this time that we 
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have two stop payment orders in 
force. One was put on less than 30 
days ago, and on one a customer 
has paid for two 30-day extensions. 

We have not had any complaint 
because the original order is in 
effect for only 30 days. In a great 
majority of cases where stop pay- 
ment orders are entered, my obser- 
vation is that the cause for stopping 
the payment is cured within 30 
days. The lost check is found, but 
the customer neglects to tell the 
bank. 

In such cases, our bank is now 
relieved of the necessity for carry- 
ing the stop payment order longer 
than 30 days. In important cases, 
where there really is some reason 
for continuing the stop payment 
order, this is taken care of by the 
customer coming in, extending the 
period, and paying at the rate of 
50 cents for a 30-day period. 


A General Magazine Is 
Helping The Check Situation 


An article in Pathfinder maga- 
zine entitled, ‘“Decorated Checks— 
Bankers’ Headache” will be inter- 
esting to our readers because it 
shows that the difficulties decorated 
checks cause banks are being recog- 
nized by the general public. The 
article read as follows: 

“Some businesses are dressing up 
their bank checks with advertise- 
ments. Others clutter them with 
bookkeeping data, weather reports, 
and news pictures. 

“Worst offenders, bankers say, 
are Government agencies which put 
bookkeeping data on their checks, 
along with the employee’s service 
record and 200 words of fine-type 
instructions for paying. But, almost 
as bad, are commercial checks 
which carry reproductions of 
skunks, minks, beaver, newspaper 
headlines or a handy bookkeeping 
compendium of the employer’s deal- 
ing with his employee. 

“Last week the Check Simplifica- 
tion Committee of the American 
Bankers Association sent out the 
final appeal in a drive for check 
standardization to 15,000 member 
banks. The gist of it: Each bank 
should persuade its customers to 
make their checks conform to rea- 
sonable standards of simplicity. 

“Regular business checks should 
be 83% by 3%% inches, should carry 
no irrelevant matter whatever. The 
“northeast corner” (upper right) 
should be kept sacred for two fig- 
ures—the dollar amount and the 
bank’s Federal Reserve District 
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z 
° 
- 
< 
“ 
a 
os & AOonwecesg 
° 
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number. This alone should prevent 
tragedies like that which befell one 
teller last year—he was fired be- 
cause he paid out the serial number 
of the check, instead of the dollar 
amount.” 


Partnership Management 

In the consideration of credit to 
a partnership, it is obvious that the 
integrity and ability of each mem- 
ber of the firm should be probed as 
thoroughly as if the credit were 
being granted to each partner per- 
sonally. Each partner has the power 
to bind the firm in ordinary busi- 





ness transactions and unless his 
character is above reproach and his 
judgment competent, a definite and 
hazardous weakness exists in the 
extension of credit to the partner- 
ship. 

It may be significant to ascertain 
the extent of each partner’s invest- 
ment and his profit-sharing ratio 
in the business in order to obtain 
some indication of his likely inter- 
est both in the continued stability 
of the partnership and the aggres- 
siveness of its operations. — The 
Credit Department — published by 
Robert Morris Associates. 
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Answers To Bankers 
Monthly Quiz No. 55 


1 a. There are 20 halves in a roll. 


b. The check must be sigried 
“Blue Ribbon Store,” the ac- 
count name. 


a. Active securities are best as 
collateral for a loan. 


4 | a. and c. 


d. Chicago. The city prefix 
transit number for Chicago is 2. 


c. The general ledger is the 
record of the bank’s own as- 
sets and liabilities. 


7 8 fb) ». 


a. or d. If Duplex Recordak 
film is used, it will require 
only 6 inches. 


ih iW». 


c. This is specifically allowed 
by the Negotiable Instruments 
Act. 





Consumer Credit 


VOLUME 


means lower unit cost per 
loan. With the higher total yield 


on consumer 


loans, that means 


VOLUME 


PROFIT 


means better distribu- 
tion of risk. In good times and 
bad, that means 


We are helping many of our corre- 
spondents build the necessary volume 
in their consumer credit departments. 


Industri 





NINTH AND WASHINGTON 








a. The Federal Reserve Bank 
for the fourth district is in 
Cleveland. 


b. The renter should keep the 
key in his possession while he 
is in the bank. 


c. There are no National Bank 

Notes, and no $1 denomina- 
tions are issued as|Federal Reserve 
Notes 


a. The bank might prefer to 

have you refer the customer to 
an officer who would give the ex- 
planation labeled “a.”’ 


i 


6. There are no Federal Re- 
serve Notes in $1 and $2 de- 
nominations. 


a. Customers should always 
make out their own deposit 
tickets. 


Most Forgers Are 
Professionals 


In a letter to the National Surety 
Corporation, J. Edgar Hoover, Di- 
rector of the F.B.1., wrote: 

“The fingerprint files of the FBI 
reflect prior arrest records for 
65.7% of the 6387 persons whose 
arrests for forgery or counterfeiting 
in the United States were recorded 
during 1946. When this figure is 
compared with the average recidi- 
vism of 54.2% for all classifications 
of crimes, it is evident that the 
forger is generally one of our more 
experienced criminals. It behooves 
banking institutions, as one of the 
primary victims, to maintain vigi- 
lance against this type of criminal 
activity. 

“Forgery usually involves vio- 
lation of state rather than Federal 
statutes and should be reported 
promptly to local law enforcement 
agencies. The FBI should also be 
notified in those instances where 
the process of clearing forged items 
involves their transmittal across 
state lines. Increases of losses at- 
tributable to forgery can best be 
controlled by extraordinary alert- 
ness on the part of bank employees 
and by prompt referral of suspi- 
cious circumstances to the appro- 
priate law enforcement officials.” 


One of the fundamentals of good 
public relations is treating the em- 
ployees as you would want to be 
treated if you were an employee, 
and in turn having them treat a cus- 
tomer as they would like to be 
treated if they were a customer. This 
practice results in good public re- 
lations.—H C. Nicholls, cashier, The 
First National Bank, Madison, Wis. 
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Correct Account Names 
Should Be Printed 
On Checks 


We feel that the four most im- 
portant items needed to facilitate 
the handling of checks are: 1. the 
A.B.A. number, for routing tran- 
sits, 2. the check number, for iden- 
tification, 3. the amount, for listing 
or paying, and 4. the name of the 
account and signature. We believe 
that these four items, should ap- 
pear on the extreme right side of the 
check in the order named, from the 
top of the check down. 

In most instances, the first three 
items named appear as we think 
they should. Our trouble is with 
item No. 4, there being so many 
of our depositors’ checks bearing 
printed names, trade, and store 
names, different from the account 
name on our books. 

We have surveyed our customers’ 
printed checks, noted the excep- 
tions, and are now asking them to 
have the name of the account as 
carried on our books printed in the 
bottom right-hand corner above the 
signature line. This, of course, will 
take time, because we can hardly 
ask the customers to make a change 
until they re-order checks. How- 
ever, we hope to eventually obtain 
our objective. 

A standard size for checks and 
certain “easy on the eye” colors 
would also be a great help.— 
J. Aldrich, auditor, Gary National 
Bank, Gary, Indiana. ° 


Municipals Cannot Be Taxed 


There is no expressed declaration 
in the Constitution depriving Con- 
gress of the power to tax income 
derived from state and municipal 
bonds. The phraseology of the Six- 
teenth Amendment, “from what- 
ever source derived” has been cited 
by administration officials in recent 
years as sufficient evidence to per- 
mit the taxing of such bonds. 

While the Amendment was pend- 
ing before the states, this thought 
was expressed by former Chief 
Justice Charles Evans Hughes, then 
Governor of New York. However, 
a letter to Frederick M. Davenport, 
a New York State Senator, written 
by Senator Elihu Root from New 
York, who introduced the Amend- 
ment, was effective in removing the 
objections of Governor Hughes. He 
stated in part: 

“There was no question in Con- 
gress or in the courts or in the 
country about the taxation of state 
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As BANK ARCHITECTS & ENGINEERS 


Specializing in the design of bank buildings and equipment, we are prepared to furnish 


{ Reports on the feasibility of alterations or new buildings: 
analysis, preliminary plan sketches, and cost estimates. 


{ Drawings and specifications for construction. 
{ Supervision of construction; aid in selection of contractors. 


{ Designs for lighting, decorations, furniture and equipment. 
{ Consulting services on design and construction. 


Bankers are invited to correspond with us regarding any aspect of their building. 


TILGHMAN MOYER COMPANY 
ALLENTOWN, PENNSYLVANIA 








securities. No one claimed that the 
inability of the General Govern- 
ment to tax them was an evil. The 
inability to tax them did not arise 
from the terms of the Constitution, 
but from the fact that, being the 
necessary instruments of carrying 
on other and sovereign govern- 
ments, they were not the proper 
subject of natural taxation, and 
that, therefore, no provisions of the 
Constitution, however wide the 
scope of their language, could be 
held to apply to such securities or 
to the income from them.” 

The Constitution established a 
system of dual sovereignties. The 
Sixteenth Amendment did not 
change this situation. It merely be- 
came a part of the existing Consti- 
tution. Thus the administration 
leader’s interpretation singled out 
the one phrase without giving any 
consideration to the entire docu- 
ment. 

Despite one of the strongest 
drives ever made to break down 
the traditional resistance of Con- 
gress, the recent campaign to elim- 
inate tax exemption made little 
progress. Therefore, now that Con- 
gress is educated on the- subject, 
there appears little risk of this pos- 
sibility materializing. — Willard F. 
Heisler, Delaware Trust Company, 
Wilmington, Del. 


We Try To Avoid 


Unnecessary Stop Payments 


1. If an item is small ($10 or 
less), we point out the expense to 
the customer, (fifty cents a month). 
When the item is payable to a re- 
liable firm, (J. L. Hudson Com- 
pany, Michigan Bell Telephone 
Company, Detroit Edison Company, 
etc.) we explain that a refund from 
the company if both items are ne- 
gotiated, is easily obtained. 

2. Tellers are provided with a 


list of stop payment orders when 
the items are payable to cash or an 
individual. 

3. Every precaution is taken in 
the bookkeeping department to as- 
sure stoppage. Each item is checked 
daily by three people; the journal- 
izer, the bookkeeper, and another 
designated party. 

4. To eliminate as many stop 
payment orders from our files as 
possible, a follow-up inquiry is 
sent to the customer after six 
months requesting a release if the 
reason for stopping payment has 
been eliminated. 

5. It would help materially if the 
liability of a bank on stop payments 
were limited to 60 or 90 days from 
receipt. To keep the stop payment 
on longer, a written request for 
renewal from the customer should 
be required. — A. G. Ropp, vice 
president and cashier, Industrial 
National Bank, Detroit, Michigan. 


90-Day Old Checks Not Paid 


There is no uniform practice in 
the various branches of our bank 
for the removal of stop payment 
orders. However, at this branch, an 
item is regarded as stale dated when 
three months old and the general 
practice is to return such items or 
pay them only upon confirmation 
by the drawer. Stop payment 
orders older than three months may 
therefore be removed from the 
records.— D. Black, assistant cash- 
ier, The Canadian Bank of Com- 
merce, Los Angeles 14, Calif., 649 
South Spring St. 


Everyone in a bank is an em- 
ployee of the community for the 
bank is a community service or- 
ganization. — S. H. Chelsted, vice 
president, Peoples First National 
Bank & Trust Co., Pittsburgh, Pa. 
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wonm Ofwror- 


modern 


Machines, 
Michigan. 

Simplicity of operation is an out- 
standing feature of the new ma- 
chine. It is finished in an attractive 
pearl grey color to harmonize with 
is -readily 
adaptable for commercial, bank or 
payroll work. No special stand is 
necessary, for this versatile machine 
can be used on any desk. 

Incorporated into this new prod- 
uct are such improvements as front 
feed form insertion, true credit bal- 
ances printed in red, tabulator bars 
easily changed, and visible dials. 

In addition, automatic dating, au- 


interiors, 


Anyone Can Operate This 
Handy Bookkeeping 
Machine 


Inc., 


and 





Check What You Need And Mail This Form 


. Accounting Ferms 

. Accounting Machines 

. Addressing Machines 

. Architects and Builders 

. Bandit Resisting Enclosures 


and Alarm Systems 


. Bank Building Fixtures 

. Bank Directories 

. Banking by Mail Envelopes 

. Binders, Check, Bookkeeping, 


Ledger 


. Bronze and Brass Signs 
. Calculating Machines 

. Chairs, Posture, Office 
. Changeable Signs 

. Checks 


. Check Book Covers 


. Check Cancelling Perforators 
. Check Endorsers 

. Check Files 

. Check Protectors 

. Check Signers 

. Check Sorters 


. Check Sorting Trays 
. Checking Account Systems 


. Christmas Savings 
. Coin Bags 

. Coin Boxes 

. Coin Changers 


. Coin Counting Machines 


THE BANKERS SECRETARY 


. Coin Counting and Packaging 


Machines 


. Coin Envelopes 
. Coin Sorting and Counting 


Machines 


32. Coin and Currency Trays 
. Coin Wrappers 
. Coupon Books 
. Currency Straps 
. Dating Machines and Stamps 
37. Deposit Ticket Files 
. Desk Pen Sets 
39. Duplicators 
. Expanding Filing Envelopes 
. Expanding Mailing Envelopes 
. Filing Cabinets 
. Forms, One-Time Carbon 
. Forms, Continuous 
45. Inter-Office Communicating 


Systems 


. Interest Tables 
. Lamps 
. Lighting Systems, Fluorescent 
. Maps 
. Metered Mail Systems 
51. Money Orders 
. Name Plates-and Desk Signs 
. Night Depositories 
. Night Depository Bags 
. Pass Books 


Rand McNally and Co., 536 So. Clark St., Chicago 5, Ill. 
Please have buying information sent us on the items elretled above. 


56. 
57. 
58. 
59. 
60. 


61. 
62. 


Past Due Notices 

Pay Roll Envelopes 
Personalized Checks 
Personal Loan Advertising 
Personal Loan Collection 
Envelopes 

Personal Loan Systems 
Photographic Bank Systems 


. Proof Machines 
. Rubber Stamps 


. Safes, Fire and Burglar-Proof 


. Safe Deposit Boxes 

. Safe Deposit Records 

. Safety Paper Suppliers 

. Savings Banks, Home, Pocket 
. Scales, Postal, Parcel Post 

. Seals, Coin Bag 


. Seals, Co 


ration, Notary, etc. 


. Stamp Affixers 
. Storage Files 
. Time and Delayed Time Locks 
. Time Stamps 
. Travelers Checks 
. Typewriters 
. Typewriter Stands 
. Vaults 
. Vault Equipment 
. Visible Records 
83. Window and Lobby Displays 


A compact, low-cost desk model 
bookkeeping machine which will 
post statement, ledger, and proof 
journals simultaneously, has been 
marketed by R. C. Allen Business 
Grand _ Rapids, 














tomatic carriage control non-add 
and subtract, and automatic car- 
riage tabulation are also featured. 


Typists Find Motion, Time 
Economy In New Cabinets 


Rite-Spot cabinets, valuable aids 
to efficient office operation that 
provide easily accessible pigeon- 
hole facilities for the secretary or 
typist, are now being produced by 
Gordon L. Hall Co., Old Lyme, 
Conn. Designed by methods engi- 
neering experts, these portable pa- 
per cabinets bring motion and time 
economy to office and domestic 
users. 

Just as pictured here, one Rite- 
Spot can be placed atop another. 
When so arranged, papers can be 
positioned on convenient open 
shelves immediately behind and 





over the typewriter. The typist 
feeding the paper directly into his 
machine thus utilizes the scientific 
principle of gravity with no wast- 
age of time or movement. 

For spot information about Rite- 
Spot paper cabinets and topic files, 
kindly contact Gordon L. Hall Co., 
Old Lyme, Conn. 
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Storage, Wardrobe Space 
Provided By New Cabinets 


Sturdy storage and wardrobe 
cabinets capable of providing valu- 
able space and safekeeping facilities 
for clothing and supplies, have been 


offered by Cardinal Sales Inc., Chi- | 


cago. 

Made of steel throughout, the 
angles and chan- 
nels of the cabi- 
nets heavy-gauge 
frame supply 
for its body. Its 
base is reinforced 
to assure a solid 
foundation. 
Domes are formed 
into the bottom 
to prevent dam- 
age to floors. 

Doorsofheavy- 
gauge steel open 
wide to unhamp- 
ered -access and 





are reinforced by reliners. A latch- | 


ing device locking at three points 
secures door at top, center and bot- 
tom. 

Shelves are made of 20-gauge 
steel fitted with return flanges for 
added strength. They are adjustable 


without tools in all cabinets on | 


114-inch centers. 

Cabinets are made in three gen- 
eral types: 1. for storage only; 
2. for wardrobe purposes only; 3. 
for combination storage and ward- 
robe use. Finished in oven baked 
metallic grey or green, cabinets are 
36 inches wide, 18 inches deep and 
78 inches high. The storage type 
with shelves is available in two 
sizes: 36 inches wide by 18 inches 
deep by 42 inches high and 36 
inches wide by 24 inches deep by 
42 inches high. 

Complete details may be obtained 
from Cardinal Sales Inc., 5631 W. 
Madison St., Chicago 44, Illinois. 


Cummins Business Machines 


Corp. In 61st Year 


Cummins Business Machines 
Corp. recently observed its 60th 


year of continuous service to the | 


banking profession. Concentrating 
exclusively on perforating machines 
upon its establishment in 1887, 
Cummins has registered continuous 
product expansion ever since. To- 
day, assembly line techniques speed 
the production of an ever-increas- 
ing line of thoroughly tested en- 
dorsing, signing and perforating de- 
vices. 


December, 1947 








HANDWRITING 


Or so say the newscasters! 
Recent surveys, as reported by 
the press, indicate that penman- 
ship in these United States has 
hit a new low, with prospects poor 
for improvement. The nadir of 
legibility would appear to be 
signatures . . . more especially, 
signatures on bank enon, 


This isn’t news to the many 
thousands of bank people who 
for years have been reading those 
“scrawls of character” that pass 
for signatures. How they do it is 
a mystery to us, but it’s time 
they got a little relief. The printed 


name on a bank check provides a 
double check in sorting. If there 
is any doubt about the signature 
a quick glance at the imprint will 
confirm or correct the reading of 
the customer’s name and speed 
up the sorting and filing. 
Surprisingly enough, banks 
can have this convenience at 
no cost at all. Everyone likes 





IS A LOST ART 


to see his name in print and will 

ladly pay the small cost for two 

undred Personalized Checks. 
Then too, banks save the cost of 
passbooks, covers and stock 
checks . . . and at the same time 
make their customers happy. Sel- 
dom does a product fulfill all 
these needs but our Personalized 
Checks fully demonstrate their 
ability to do so. Thousands of 
banks from coast to coast are 
enthusiastic about them and are 
selling them vigorously to their 
customers. 


We welcome inquiries from 
bankers who wish to study the 
Personalized Check program. 
Over a period of several years it 
has been our privilege to work 
with banks large and small, and 
we have accumulated consider- 
able amount of factual informa- 
tion which might be of real value 
to those now contemplating the 
program. 


Manufacturing Plants at: 


NEW YORK, CLEVELAND, CHICAGO, KANSAS CITY, ST. PAUL 
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For banks today, that statement is still as true 


as when it was written by Jean de La Fontaine, in the 


seventeenth century. 


When you consider building or remodeling banking 


quarters, remember that since 1925 this company has 


been a leader in the field of modern signs for use in 


banks...for both directional and advertising purposes. 


Why not write for our booklet, “Light the Way to 


Efficient Operations”, that 


gives the facts about these 


conservative, dignified, edge-illuminated signs? 


THE BANKETTE COMPANY 


INCORPORATED 


127 Federal Street 


Boston 





COIN COUNTING MACHINES 


MODEL No. 7-5 


Abbott Motor-Driven Coin Counting Ma- 
chine. A strictly heavy duty machine, 
rapid and durable, especially adapted for 
the use of Federal Reserve Banks, large 
commercial banks, Railway and Traction 
companies and others having large quan- 
tities of coins to handle. Has extra large 
revolving disc and extra large tray. Regu- 
larly furnished to lock automatically when 
20—25—40 or 50 coins have been counted, 
or will count coins indefinitely into a bag. 
Furnished to lock semi-automatically at 
any multiple of 100 coins. Can also 
furnished to lock automatically on 100— 
500 or 1000 coins, at slight additional 
charge. 

Can be furnished for foreign coins and 
tokens at no extra cost. 

Other hand and electric models available. 


ABBOTT COIN COUNTER COMPANY 


143rd ST. and WALES AVE. 
NEW YORK 54, NEW YORK 





Colorful, effective blotters especially designed to | Combination 


promote bank services . . . Automobile Loans, 


Checking Accounts, Commercial Loans, Life Insur- 
ance, Insurance Loans, Mortgage Loans, Personal 
and Installment Loans, Safe Deposit Boxes, Sav- 
ings and Thrift 
message or our standard copy. 

plete set of Samples on request. 


Com 
BONDSON PRESS 


1463 Metcalf Ave. 
New York 60, N. Y. 








ONE-OPERATION 
Note Register Forms 
SIDNEY FELDSER 


Bank Printers @ Lithographers @ Stationers 
Lancaster, Penna. 








CLAR-O-TYPE cleans 
typewriter type 
instantly. Economical. 
50¢. Non-inflammable. 
Order from your sta- 
tioner or typewriter 
dealer. 


Accounts. Your own personalized on a base with two pens is an- 


| ecutive desks. 


Desk Clock And Pen 
A drop numeral clock mounted 


nounced by Smith Metal Arts Co., 
Inc. The picture herewith shows one 


style finished in bronze which the 
manufacturers recommend for ex- 
The clock is self- 
starting when connected with reg- 


ular public service electric lines. 


Several other designs are available, 


’ | and complete information may be 


A Complete Line 
- FOR BANKS - 
STANDARD PAPER GOODS ‘%* 


WORCESTER 8, MASS. 


SOLID BRONZE 
SIGNS AND NAME PLATES 


Distinctive ¢ Permanent 


Bank signs, desk plates, tellers’ signs, 
etc. Write for illustrated catalog to 
Dept. B. M. 


|_Mr.BARRETT J 


“Bronze Tablet Headquarters” 


UNITED STATES BRONZE 


SIGN CO., INC. 


570 Broadway New York 12, N. Y. 





| obtained by writing to Smith Metal 
| Arts Co., Inc., 1721 Elmwood Ave., 
Buffalo 7, N. Y. 


| Versatile Paid Stamp 
' Cancels And Endorses 


A new style paid stamp for use 


| on the Endorsograph Check En- 
| dorsing and Cancelling Machine in- 


corporates some attractive and 


| novel features. When the stamp is 
| depressed, the word PAID and the 
 -bank’s transit number register a 
| pin-point type impression on the 


paper being imprinted. Cylinders 
for the Endorsograph and the ad- 


junct stamp are available on order. 


Adapted to a variety of opera- 
tions, this stamping device has a 
wider application than its antece- 
dent models. In addition to use-in 
cancellation, it can be utilized in 


| conjunction with adding and post- 
| ing machines for routine endorsing 
| or be operated in combination with 


check microfilming machines. Flex- 
ible feed permits selective position- 
ing to prevent obliteration of prior 
endorsements. 

Additional information on this 
versatile stamp may be obtained 
from its manufacturer, Commercial 
Controls Corp., P. O. Box 372, 
Rochester 2, N. Y. 


Odorless Smoker Suitable 
For Lobby Or Workroom 


Long the bane of smoking enjoy- 
ment, the thick haze of smoke and 
acrid smell of smoldering cigarettes 
emitted by office smoke stands can 
now be made ancient history. The 
new Smith Odorless Smoker, pic- 
tured here, manufactured and dis- 
tributed by Larry Smith Indus- 
tries, Inc., Detroit, eliminates these 
disturbing annoyances. 

When burning cigars, cigarettes, 
pipe ashes and matches are thrown 
into a Smith stand, its receiver can 
be easily removed and the contents 
emptied into the container. Here, 
acting as a silent butler, the sturdy 
steel tube traps all burning mate- 
rial. The smell and smoke as well 
as the flames are then automatically 
extinguished by air pressure within 
the tubular container. 

Chromed wire rests above the re- 
ceiver hold lighted cigarettes and 
cigars securely, preventing them 
from falling on rugs or floors. All 
rests are so positioned that burning 
or wet stumps do not touch the re- 
ceiver at any point. As soon as the 
lighted end reaches the wire, it is 
snuffed out. 

Standing 24 


inches high, this 
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smoker stand is constructed of 
heavy steel tubing and covered with 
simulated leather. Available in four 
colors, maroon, dark green, brown 
and white, the smoker will har- 
monize with any surroundings. 

To obtain more information, com- 
municate with Larry Smith Indus- 
tries, Inc., 600 Michigan Bldg., De- 
troit 26, Mich. 


Pressalist, New List Finder 
Has No Gadgets To Turn 


Just touch the letter you want 
and Pressalist instantly springs 
open. This new list finder, latest 
product of The Bates Manufactur- 
ing Company, eliminates such un- 
necessary operations as knob twirl- 
ing, dial twisting or hand setting. 

Pressalist contains 1300 spaces 
for names, numbers and memo- 
randa. Its convenient looseleaf ar- 
rangement makes the removal or 
insertion of cards a matter of sec- 
onds. 


A rich shade of russet, this new 
Bates list finder strikingly com- 
plements a bank’s or office’s equip- 
ment and appointments. Additional 
data on Pressalist will gladiy be 
supplied by The Bates Manufactur- 
ing Co., 30 Vesey St., New York 7, 
|. a 3 


Old folks are less appreciative 
of your time but they are more 
appreciative of your courtesy. 


BANK-OF-THE-MONTH 


Soon Under Construction 


WEST SIDE STATE BANK 
Green Bay, Wis. 


C. C. Marcott, President 


\\f Have 


December, 1947 


CHECK CERTIFIER 


The absolute protection against forgery 
and alteration afforded by the SECURITY 
CERTIFIER is of inestimable valve to the 
Bank and its depositors. There are many 
cases of record of forgery of rubber stamped 
certified checks, 

The entire certification record, bank name, amount, 
date and serial number, is cut and printed on both 
the front and back of the check in one simple opera- 
tion, printing one side in red and the other side in 
blue. Padlock provides maximum assurance against 
unauthorized tampering. Keybase and serrating roll 
made of solid brass to prevent warping and to 
render ageless service. In use by banks throughout 
the country. 


SECURITY CERTIFIER COMPANY 
5 Beekman Street New York 7, N. Y. 


This Electric Typewriter 
Cuts Card Stencils Easily 


International Business Machines 
Corporation has announced a new 
electric card stencil typewriter. The 
machine has a special carriage for 
holding and feeding card stencils 
and is also provided with a frame 
for holding a backing strip or roll to 
protect the platen from defacement, 
as well as a separate record strip 
roll holder which may be utilized 
to keep a carbon record of the sten- 
cils cut. A carbon-faced backing 
roll may be used to facilitate the 
reading of the completed stencils. 

The 12-inch machine accommo- 
dates stencils up to 4% inches in 
width. Stencils two inches (five 
lines) or less in depth can be typed 
on the upper margin; stencils more 
than two inches in depth, such as 
the four-inch card, can be typed 
only on the lower two-inch posi- 
tion of the stencil. Adjustment to 
handle stencils of any width under 
414 inches can be made by the sub- 
stitution of a special-length platen. 

All the advantages of IBM elec- 
tric typing have been incorporated 
in the Electric Card Stencil Type- 
writer. A perfectly-cut stencil, re- 
gardless of the operator’s touch, is 
assured by the IBM impression con- 
trol. The all-electric keyboard en- 
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We invite your inquiry on our 
full list of completed banks. 


ables a typist to prepare stencils 
with a minimum of effort. The ease 
of inserting and removing stencils, 
the automatic carriage return, and 
the automatic changing from 3 to 1 
line spacing and from ribbon to 
stencil position make the prepara- 
tion of uniform card stencils on this 
machine a fast, efficient operation. 


Bundles Of Papers Tied 
Quickly 


A bundle-tying device for docu- 
ments known as Pull Fasteners is 
announced by the Schlegel Mfg. Co. 


The Pull Fastener is a loop of pink 
tape pulled through a small metal 
disk in such a way that when the 
loop is placed around the bundle of 


four Bank 


A. A. HENKEL & ASSOCIATES, INC. 
Bank Designers and Sngineers 
333 NORTH MICHIGAN AVENUE - 


CRicage 4 








WALLETS and 
ENVELOPES 


Safeguard 
Registered Deposit Receipts for 


Burroughs Commercial Teller's 


Machines 


For Banks equipped with Burroughs 
Commercial Teller’s Machines, William 
Exline Inc. has available an extensive 
line of high quality wallets and en- 
velopes for keeping registered deposit 
receipts. Provide your customers 
with the best. We invite your inquiry 
for samples and further information. 


Manufacturers of 


@ Savings Passbooks e Loan Passbooks 


e Commercial Passbooks e Deposit Slips 
@ Pocket Check Cases e Statement Sheets 
@ Personalized Check Cases Bill Straps 


@ Passbook Envelopes e Coin Wrappers 
e Machine Posting Passbooks e Pen Ruled Forms 
e Deposit Receipt Envelopes and Wallets 


Wiliam 
SX LINE ue. 


1273 Ontario Street, Cleveland 13, Ohie 





~—Allsson 
"A coupon 


THE RIGHT IMPRESSION 


The Payment Coupon Book you issve 
your Time Sales customer becomes his 
personal record. 

It should not only be arranged to 
facilitate the handling of payments 
but it should also enhance the cus- 
tomer’s impression of your bank by 
its smart modern appearance. 

Allison renders a designing and 
copy service, which is available to all 
users of Special Printed Payment 
Books, without cost. 


Samples of what we have done 
for others and complete informa- 


tion will be sent upon request. 
Write to head office: Indianap- 
olis 6, Indiana. 


610 














documents and one end of the tape 
is pulled, the bundle is held to- 
gether securely. When the bundle 
is to be opened, the shorter end of 
the tape is pulled and the documents 
are easily extracted. Pull Fasteners 
are shipped in bundles of 100, made 





up of four separate packages of 25 
in each. They may be had in 14 
sizes which range in length from 
six inches to 54 inches. 

Complete information may be had 
by addressing The Schlegel Mfg. 
Co., Rochester 7, N. Y. 





New Memo Pad Keeps Notes Indefinitely 


An aid to the busy executive, pro- 
fessional man, housewife, or others 
who make notes and want them 
available for easy reference is of- 
fered by Permanote, “the memo 
pad with the permanent memory.” 

Outstanding features of the Per- 
manote are its continuous 
supply of writing paper 
provided by a paper roll 
mounted on a_e6£@“steel 
spindle inside the plastic 
case, and the swiveled 
writing board which flips 
back as a knob is turned. 
Paper roll refills are 
available at slight extra 
cost. 

In use the Permanote | 
provides a fresh writing 
surface merely by flip- 
ping over the bottom of 
the writing board. To refer back to 
previous notes, a turn of the knob 
reverses the board instantly. Com- 
pletely used paper rolls may be 
removed from the case and kept for 
future reference. 

To refill, it is necessary merely 


to thread the free end of a new roll 


through the slot in the case, bring 
it underneath the writing board and 
to the upper end of front surface. 
It is then anchored to the board by 
means of a gummed label. 

The plastic Permanote case is 
available in a variety of finishes— 





Walnut, Ivory and Ebony. A three- 
year calendar is provided beneath 
a transparent plastic window near 
the top of the case. Complete data 
on this unusual memo pad can be 
obtained from Permanote, Brown 
Building, Fourth and Chestnut Sts., 
Philadelphia 6, Pa. 








Electric Liquid Duplicator 


A new Electric COPY-RITE Liq- 
uid Duplicator has been announced 
by Wolber Duplicator & Supply 
Co., 1201 Cortland St., Chicago 14, 
Illinois. 

Following the current trend in 
office machinery, ‘the COPY-RITE 
is eye-appealing in a two-tone grey 
finish. Fully field tested, this new 
model has fingertip controls mak- 
ing it simple and easy for the oper- 
ator to use. 

A new feature includes an auto- 
matic master sheet lock and release. 
Master sheet is simply placed in 
drum and automatically locked in 
place. When drum stops, the master 
sheet is automatically released for 
easy removal. 

Another feature permits the load- 
ing of a full ream of copy paper 
from the side without removing the 
automatic paper feed. This new feed 
is perfectly balanced and can be 
lifted with a touch of the fingers. 
A safety device prevents damage to 





Eliminates Service Worries 


the automatic paper feed if the du- 
plicator is left running. 

Sturdily built for heavy duty, the 
motor is concealed and employs a 





worm gear drive. While the side 
guides are adjustable, there are 
fixed positions for letter or legal 
sheets and post cards. 

Using the proven principles of 
previous COPY-RITES, the new 
electric unit embodies roller mois- 
tening without wicks or pumps. Ac- 
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WE HAVE THEM! 
COIN CABINETS 
WITH 
COVERS AND SERIES LOCKS 

STEEL COMBINATION 
COIN CABINETS 



















No. 214 holds $15 in pennies, $50 in nickels, 
$150 in dimes, $350 in quarters, $180 
in halves. Size: 12%"x 11"x 4”. Price $6.75 
No. 704 holds twice as much. Price $7.75 
COVERS for above $3.50 add. 


STEEL COMBINATION TRAYS 
FOR ROLLED COIN 


































No. 845 Tray holds $12 in pennies, $50 
in nickels, $150 in dimes, $150 in quarters, 
$240 in halves. Size: 18"x 4"x 5”. 
Price $6.75 
No. 875 Tray holds twice the amount. 
Price $7.75 


NATIONWIDE OFFICE SUPPLY CO. 
95 Atlantic es —e 2, N.Y. 
EPT. B- 

















| TIME 1s MONEY... 


SAVE IT WITH 
CUMMINS 250 ELECTRIC ENDORSER 











You save all the time now spent stamping 
checks if you use Cummins 250 with your 
proof listing. 
You save time with Cummins 250 endorsing 
in a separate operation; checks are endorsed 
as fast as you feed them into machine. 
You save time daily with Cummins 250 be- 
cause accuracy is automatic. The machine 
never misses . . . never skips. Eliminates 
expense of “No endorsement” returns. 

@ SIMPLE AND EASY to operate. 

@ QUIET—Noise of stamping eliminated. 


@ WHEEL-TYPE DATE UNIT—No type 
to set. 














special attention. 


The worthwhile facts concerning Cummins 
250 are yours for the asking. Write TODAY. 







§ MACHINES CORP 
i Formerly CUMMINS PERFORATOR 
$87) 4742Rave 40, 111 


2 | CUMMINS BUSINE 






nswood Ave. Chicago 
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| curate register is assured. The new 


| available. 


| Here Is A Way To Get 


Electric COPY-RITE is practically 


foolproof, economical, and elimi- | 


nates service problems. 
A twin, hand operated COPY- 
RITE Liquid Duplicator is also 


Everybody To Save 


A new folder to encourage every- 
one in the family to have a savings 


_ account is being supplied to banks 
| by Dilley, Martin and Hess, Inc., 


238 S. Meridian St., Indianapolis, 
Indiana, This is a mailing.piece the 
size of a small envelope with a 
photograph of a man on one page 
with this heading: “Every Man 
Should Have A Savings Account!” 

On the next page is a photograph 


| of a smiling, happy woman with 


| the title: 





Have A Savings Account.” 

On the third page is a photo- 
graph of the kind of youngster 
everybody loves with this heading: 


| “Every Child Should Have A Sav- 
| ings Account.” 


The reading matter is such as 
to build up enthusiasm as the suc- 
cessive pages are read. It seems to 
us that any person reading this 
mailing piece would become more 
and more enthusiastic and, by the 
time he has read the three pages, 
he would have fully made up his 


mind to provide savings for every | 


member of the family. 


ALZAK Reflectors, Louvres 
Increase Light Control 


The Edwin F. Guth Co., St. Louis, | 


| recently announced the availabil- 


ity of ALZAK aluminum reflectors 
and louvres for their popular Fu- 
turliters and Trucolites. 

The superior performance of 


| these fine luminaires is further im- 
| proved by the excellent lighting 


@ LUBRICATED FOR LIFE—Needs no | 


| bution, and present a lower surface | 
| brightness. In addition, ALZAK is | 


characteristics of ALZAK. The AL- 
ZAK reflectors afford increased 
light control for better light distri- 


| a permanent surface that is tough 


| and durable, will not crack, check, 





peel, or break. It is not affected by 
dust or dirt. 





TITIITL 
STIGLITZ ADVERTISING 
SPECIALTIES 

117 West 33ed $t., BW. VY. U1, B.Y¥. 
a Banking Institutions for Over 25 Years. @Ask about 
“Key Insurance” Tags with Chain; if depositor's keys 


are lost, the keys will be returned to your institution 
@SPECIALTIES Bhs. marnes ge A her OPENINGS. 
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“Every Woman Should | 

























IS PUSHED 
UP FROM 
BOTTOM 


Saves time and speeds up counting of pennies, 
nickels, dimes, quarters and halves. Just push 
tubular wrapper up inside of Bakelite stem, 
holding bottom closed with finger. Count 
coins into hopper. Pull wrapper from bottom 
and crimp.ends. In five sizes. 


SET OF 5 SIZES 


ba000 


WRITE TODAY—DEPT. A 
The Cs be DOWNEY Company 


HANNIBAL, MISSOURI 
Worldi Largest Mfrs. of Coin Wrappers 











CHANGEABLE 
BULLETIN, DIRECTORY, MENU 
& STATISTICAL BOARDS 





> 





Desk and Grille name plates. In 
and Out Registers. Changeable 
Signs for every purpose. Suitable 
for indoor or oufdoor use. 


Send for literature 


ACME BULLETIN CORPORATION 
Bank Signs Division 
37 E. 12th $t., New York 3, N. Y. 





H. D. MacBain Joins Staff 
Of Mellon National 


Hugh D. MacBain, former vice 
president of the First Boston Corp., 
recently assumed his new duties as 
a vice president of the Mellon Na- 
tional Bank & Trust Company, 
Pittsburgh, Pa. 

Mr. MacBain entered investment 
banking in 1925 with Wood, Struth- 
ers & Co., N. Y., and in 1937 was 
named vice president in charge of 
sales and syndicate operations of 
Mellon Securities Corp. Nine years 
later he became vice president of 
the First Boston Corp. when the 
latter took over Mellon Securities. 

Mr. MacBain is also a former gov- 
ernor of the Investment Bankers 
Association, having served in that 
capacity from 1943 to 1946. 


W. L. Rehfeld, New 
Leader Of Creditmen 


Walter L. Rehfeld, vice president 
of the Mercantile-Commerce Bank 
& Trust Co., St. Louis, has been 
called to the presidency of the Rob- 
ert Morris Associates, following an- 
nouncement of the death of Arthur 





Walter L. Rehfeld Milton J. Drake 


L. Moler, popular Ohio banker and 
leader of the group. As first vice 
president of the Associates, Mr. 
Rehfeld automatically succeeded 
Mr. Moler in that position. 

Mr. Moler, vice president of the 
Fifth Third Union Trust Co.,Cincin- 
nati, died on November 4, less than 
a month after his induction into 
office as president of the creditmen’s 
organization. 

Milton J. Drake, vice president, 
The Detroit Bank, Detroit, Mich., 
former second vice president of the 
Associates, now becomes first vice 
president, 


The Sioux Valley Bank, Sioux 
Falls, South Dakota, recently an- 
nounced that it is paying its checks 
at par and directed that its name 
be added to the Federal Reserve par 
list, although its office at Harrisburg 
will continue to charge exchange. 
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New Chase Branch In Tokyo 


Arrangements have been com- 
pleted by the Chase National Bank 
for the opening of a branch in 
Tokyo early in December. This 
Chase branch will occupy space in 
the Marunouchi Building, one of 
the largest office buildings in the 
financial section of the Japanese 
capital. Many of the military and 
civilian agencies of the United 
States Government, as well as rep- 
resentatives of American business 
interests, are located in this part of 
the city. 

The Chase Tokyo branch will 
offer facilities to assist American 
businessmen in the development of 
trade with Japan. James P. Duddy, 
who will serve as manager of the 
branch, has been in Japan several 
months making preparations for 
the opening. 


In a continuation of Security- 
First National’s major promotional 
program, T. W. Perine has been 
elected assistant vice president in 
charge of the real estate depart- 
ment of its trust division. 


Personnel Departmental 
Organized For F.P.R.A.; 
Chelsted Named Chairman 


The Financial Public Relations 
Association (formerly F.A.A.) has 
added a new departmental activity 
—personnel relations. 

Sessions held-at the recent con- 
vention explored the interest of 
banks and F.P.R.A. members in the 
subject of employee relations as a 
part of public relations, and, follow- 
ing afternoon group meetings in 
which representatives of 56 banks 
participated, it was voted to organ- 
ize a personnel departmental. 

S. H. Chelsted, vice president, 
Peoples First National Bank, Pitts- 
burgh, who was a moving spirit in 
the personnel departmental idea, 
and presided at the exploratory 
sessions at the convention, was 
elected chairman for the coming 
year. 








M. B. Lane, Jr., P. D. Williams 
Named To Head N.A.B.A.C. 


Mills B. Lane, Jr., president of 
the Citizens and Southern National 
Bank, Atlanta, Ga., was recently 
elected president of the National 
Association of Bank Auditors and 
Comptrollers. Concurrently, Paul D. 
Williams, comptroller of the Corn 
Exchange National Bank & Trust 
Co., Philadelphia, was named to the 
post of first vice president. 





© BACHRACH 


Mills B. Lane, Jr. Paul Williams 


Other major executive officers 
chosen were: 

Edward E. Lyle, comptroller of 
City National Bank and Trust Co., 
Kansas City, Mo., and former Asso- 
ciation secretary, second vice presi- 
dent; Burton P. Allen, president of 
First National Bank, Wabash, Ind., 
secretary; Raymond P. Deering, 
comptroller of Manufacturers Trust 
Co., New York, N. Y., treasurer. 

Installation of four new directors 
completed the roster of administra- 
tive officials chosen. Named to posi- 
tions on the board for two-year 
terms were: William Alexander, 
auditor, Fidelity Trust Co., Balti- 
more; S. T. Strain, cashier, First and 
American National Bank, Duluth; 
Albert E. Cleere, vice president and 
comptroller, First National Bank, 
Houston, and Ira Chaney, assistant 
auditor, Crocker First National 
Bank, San Francisco. : 

Two incumbent directors, whose 
terms have not expired, continue 
in office. These men are: Willard A. 
Hennegan, auditor, Pennsylvania 
Company for Banking and Trusts, 
Philadelphia, and Carl Tewkesbury, 
comptroller, Fort Wayne National 
Bank, Fort Wayne, Ind. 


In appreciation of his services as 
president of The Bank of Virginia 
for 25 years, the directors of the 
bank have had a portrait of Thomas 
C. Boushall hung in the lobby. 


Former associate trust officer, 
George F. Torrey, of the Mercan- 
tile-Commerce Bank & Trust Co., 
St. Louis, Mo., has been appointed 
trust officer. 


BANKERS MONTHLY 














al 
ly 
al 
1d 


rn 
st 
ne 


int 
nal 


se 
jue 


nia 


ts, 


er, 
an - 
20., 
ted 











Cleveland, Ohio: George E. 
Creadon, treasurer and general 
manager, The Standard Brewing 
Co., Cleveland, Ohio; Lester M. 
Sears, president, The Towmotor 
Co., Cleveland; and L. C. Wykoff, 
partner of the Cleveland law firm, 
McKeehan, Merrick, Arter and 
Stewart and George W. Cottrell. 

Commonwealth Bank, Detroit, 
Mich.: Irving T. O’Brien, assist- 
ant to Herman L. Weckler, vice 
president and general manager of 
the Chrysler Co. 

Erie County Savings Bank, Buffalo, 
N. Y.: Theodore C. Jewett, vice 
president and director of Spencer 
Kellogg & Sons, Inc. 

Federal Reserve Bank of San Fran- 
cisco, San Francisco, Cal.: Wil- 
liam R. Wallace, Jr., partner in 
Williamson and Wallace, attor- 
neys, and director of the San 
Francisco firms of Hedges Re- 
search and Development Co., 
Lawrence Warehouse Co., and 
Lawrence Investment Corp. 

First Bank & Trust Co. of Utica, 
Utica, N. Y.: Leslie R. Taylor, 
president of the International 
Heater Co. 


Carl E. Schneider Named 
To New Post At Burroughs 


Burroughs Adding Machine Co., 
Detroit, Mich., has announced the 
appointment of Carl E. Schneider 
to the new post of director of in- 
dustrial relations. 

Supervision and co-ordination of 
the company’s personnel functions 
of employment and placement, 
wage and salary, safety, health, 





Safeway Stores, Incorporated 


Preferred and Common 
Stock Dividends 


The Board of Directors of Safeway 
Stores, Incorporated,on November 14, 
1947 declared quarterly dividends on 
the Company’s $5 Par Value Common 
and 5% Preferred Stocks. 

The dividend on the Common 
Stock is at the rate of 25c per share 
and is payable December 19, 1947 to 
stockholders of record at the close of 
business December 9, 1947. 

The dividend on the 5% Preferred 
Stock is at the rate of $1.25 per share 
and is payable January 1, 1948 to stock- 
holders of record at the close of busi- 
ness December 9, 1947. 

MILTON L. SELBY, Secretary. 


November 14, 1947- 








December, 1947 


New Directors 
Central National Bank of Cleveldnd, 


Hamilton National Bank, Chatta- 


nooga, Tenn.: Howard P. Preston, 
president of Hamilton National 
Bank, Knoxville, Tenn.; John L. 
Hutcheson, Jr., president of the 
Peerless Woolen Mills of Rose- 
ville, Ga. 


Manufacturers Trust Co., New 
York, N, Y.: William G. Rabe, 
vice president. 


Merchants National Bank of Boston, 
Boston, Mass.: Howard S. Palm- 
er, president and chairman of the 
executive committee of the New 
York, New Haven & Hartford 
Railroad. 


Northwestern National Bank of St. 
Louis, St. Louis, Mo.: Armin F. 
Hanpeter. 


Riggs National Bank, Washington, 
D. C.: Andrew Parker, president, 
Woodward & Lothrop. 


Wells Fargo Bank and Union Trust 
Co., San Francisco, Cal.: Earl B. 
Wilson, president of California 
and Hawaiian Sugar Refining 
Corp.; Barrett G. Hindes, presi- 
dent of the San Francisco Bridge 
Co. 


training and personnel services, will 
be the assigned task of the new 
division which Mr. Schneider heads. 


St. Louis First National Holds 
Conference For 


Correspondents 


The First National Bank in St. 
Louis recently held a one day con- 
ference of its correspondents which 
was attended by bank officials from 
12 states, Secretary of the Treasury, 
John W. Snyder, a former vice 


president of the bank, was a speak- | 


er and guest of honor. 

William A. McDonnel, executive 
vice president, expressed belief that 
such conferences give officers of the 


city bank an opportunity better to | 


understand the work of corre- 
spondents as well as the opportun- 
ity to share their experiences with 
officers of the smaller banks. 


Scott, Wiegel, Auldridge 
Move Up At Security First 


Darrell R. Scott, E. W. Wiegel 
and E. B. Auldridge, loan assistants 
of the central loan department of 
Security-First National Bank of 
Los Angeles, were recently elected 
assistant vice presidents. 








Experience 
Service 


Cooperation 


Manned by officials with years 
of experience, our Correspon- 
dent Bank Division renders a 
complete service, conducted in 
an intimate and personalized 


manner. 


The guiding policy is one of 
cooperation in all matters of 
mutual interest. 


Member: New York Clearing House 
Assocsatson, Federal Deposst Insurance 
Corporation 





This 
is our 
territory 


Serving an area larger than the 
U.S.A., the Bank of New South 
Wales offers unrivalled correspond- 
ent service through a network of 
over 650 branches and agencies in 
AUSTRALIA, NEW ZEALAND, FIJI, 
PAPUA and NEW GUINEA. 


Enquiries about trade, investment or 
travel opportunities in any of these 
countries. are invited. 


Consult and use 


BANK OF 
NEW SOUTH WALES 


Address enquiries to:— 


British & Foreign Department 
Sydney, Austrolio. 

















Scott, who joined the bank in 
1928, is assistant to Robert J. Sev- 
itz, vice president in loan super- 
vision, while Wiegel and Auldridge 
are both assistants to W. H. Meser- 
vey, vice president in loan super- 
vision. 

Auldridge joined the bank in 
1924 after experience with the 
North Capital Savings Bank, Wash- 
ington, D. C. 


City National, K. C., 
Moves To New Quarters 


The new City National Bank & 
Trust Co., in Kansas City, Mo., was 
opened recently amid oh’s and ah’s 
of countless well-wishers, visitors, 
customers and more than 250 em- 
ployees. 

That the oh’s and ah’s were truly 
indicative of wondrous surprise is 
more quickly appreciated by a rapid 
check of the many new facilities 
which the ultra modern building 
has to offer. 

For the employee, in addition to 
the most up to date working con- 
ditions, there is the large pent- 
house complete with snack bar, and 
comfortable lounge. 

The penthouse tops the garage, 
also a very important feature of the 
bank. In addition to the penthouse 
proper, the garage roof also affords 
room for a spacious sun deck, de- 
signed as a patio garden and equip- 
ped with lounge furniture and beach 
umbrellas, badminton and shuffle 
board courts. A well-stocked li- 
brary and first aid room are located 
downstairs in the main building. 

Marble, aluminum and large mir- 
rors combined in the lobby achieve 
to a remarkable degree the warmth 
and color sought so _ diligently 
through design and decoration. 

One of the most unique of the 
many features of the new building 
is the built-in garage and its motor- 
bank. An integral part of the con- 
struction and planning of the new 
bank, the garage is capable of ac- 
commodating 500 cars. 

The motorbank, a separate divi- 
sion of the garage, affords the mo- 
toring customer complete teller 
service within a few feet of his 
car. For more extended business 
transactions, the customer drives to 
another part of the garage where 
an attendant parks and calls for his 
car when desired. 

Lighting and soundproofing have 
been given special attention 
throughout the building, while IBM 
proof and distribution machines, 
head the long list of time saving, 
error minimizing equipment. 
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This Display Stimulated Loans 


OR the past many months, we 
have been privileged to finance 
a large portion of the air-condition- 
ing units installed in the City of 
Philadelphia. Several of the large 
dealer-distributors have welcomed 
the helpful co-operation offered by 
this bank. The thought occurred to us 
that possibly it might be the smart 
thing to do to set up an industrial 
display to attract the attention of 
the many thousands of deposi- 
tors who actively use the serv- 
ices of this bank and its branches. 
Many of these are small storekeep- 
ers, restaurant owners, professional 
men, and others who must give 
thought to the comfort of their cus- 
tomers, in addition to the better- 
ment of working conditions for their 
own personnel and themselves. 
Our request for equipment met 
with immediate response. The dis- 
play pictured here contains the fol- 
lowing: 
Philco—Single room air condi- 
tioner 
Carrier—Room air conditioner 
General Electric—Room air con- 
ditioner, console type 
York—“Yorkaire” room condi- 
tioner, console type 
Chrysler —“Airtemp” packaged 
air conditioner 
After the photograph was taken, 
we received material from Westing- 
house and the Worthington Com- 
pany. 
Of particular value was the dis- 
play sign incorporating separate 


pockets into which were put folders 
and material specifically created for 
beauty shops, ladies’ wear, profes- 
sional offices, restaurants, etc., The 
bottom part of the display contained 
separate material for packaged air 
conditioners and room coolers. 

This material was of such interest 
that it was sometimes difficult for 
us to keep the cabinet fully sup- 
plied. 

Centered in the display panels 
were copies of the signs which we 
provide the dealers for display 
within their stores. Additional signs 
were printed which emphasized the 
fact that this bank welcomes ques- 
tions concerning the financing of 
installations and we gave particular 
emphasis to the directional sign, 
urging dealer-contractor participa- 
tion. 

We are running a series of adver- 
tisements in the FOOD TRADE 
NEWS, which is distributed to more 
than 13,000 independent and chain 
grocers and our copy is being slant- 
ed toward urging the necessity of 
air conditioning, in order to keep 
abreast of competition of the super- 
markets. 

Naturally, our experience in the 
creating of special financing plans 
covering this industry places us in 
the position of being able to talk 
intelligently when anyone wishes 
to install air conditioning.—Alezx- 
ander Gunther, assistant vice presi- 
dent, The First National Bank of 
Philadelphia, Philadelphia, Penn. 
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To wcregie your collection income, be out- 


standing in your locality with a prominent listing in 


December, 1947 


the Bankers Directory (the Blue Book). Let your pro- 
spective customers know that you are equipped to 
serve them and want their business. Write us today 
about a bold-faced type listing for your bank in the 


next edition of the Blue Book. 


Since 1872—The Bankers Blue Book 


Rand M¢Nally BANKERS DIRECTORY 


536 S. Clark Street, CHICAGO 5 





How Should Corporations 


Be Taxed? 

Published by Tax Institute, Inc., 
150 Nassau Street, New York 7, 
N. Y., 251 pages, price $4.00. 


This book has a number of 
Authors, 19 to be exact, and the 
ideas of these men regarding the 
taxation of corporations should be 
of interest and value to every bank 
executive. Special tax treatment 
for small corporations is advocated 
by several of the authors including 
Howard R. Bowen, Economist for 
the Irving Trust Co. 

Such technical aspects of corpo- 
rate income taxation as the accu- 
mulation of corporate earnings, de- 
ductions for interest and dividends, 
length of accounting period, depre- 
ciation and consolidated returns 
are considered by some of the 
authors. 


The Hotel Lease 


By Fred W. Eckert, published by 
Hotel Monthly Press, 123 North 
Wacker Drive, Chicago 6, Illinois, 
221 pages, price $5.00. 

This is a detailed study of all of 
the business elements involved in 
making leases that are equitable to 
both lessee and lessor, and should 
prove invaluable to hotel operators 
and owners, banking and real estate 
officials, lawyers and accountants, 
and men in certain other fields. 

Mr. Eckert, a certified public ac- 
countant, is a partner in the hotel 
accounting firm of Harris, Kerr, 


Forster, and Company. 

Well qualified through a span of 
25 years as a consultant to manage- 
ment and owners in the hotel field, 
he draws on first-hand material 
gathered from hotel men and from 
his own experience. 


It is important to know how the 
management will function when 
adverse conditions arise in order to 
clearly evaluate the credit risk. 


The American Individual 


Enterprise System 


Compiled by the National Asso- 
ciation of Manufacturers, two vol- 
umes, published by the McGraw- 
Hill Book Company, 330 W. 42nd 
St., New York 18, N. Y. Price $10. 

Here is a vital message for, every 
red-blooded believer in American 
democracy. Written in response to 
today’s clamor for a realistic and 
factual explanation of our economic 
system, The American Individual 
Enterprise System describes. in 
clear detail exactly how the system 
functions. Principles and practices 
which promote the achievement of 
its goal—maximum economic good 
for the American people—are 
soundly and authoritatively dis- 
cussed. A significant feature of the 
presentation is that it represents 
the collective thoughts of a group 
of outstanding executives and 
economists. The findings of several 
research studies which were made 
on the subject have been incor- 
porated. 





A summary of the ideas in each six issues of Bankers 
Monthly may be found in January and July numbers. 
All of these ideas are practical. They have been tested 
in banks and usually, the benefits of each idea are told 


in the articles. 


Key employees reading these practical stories of ex- 
periences can increase their own value to the bank, can 
learn ways of saving time and therefore saving expense, 
and can be stimulated to a desire to become more useful 


to the institution. 


A quiz on banking technique in each issue provides 
an interesting recreation for bank employees which re- 
sults in their digging into phases of bank operation in 
which they have not yet engaged. 


Bankers Monthly is edited in the field. Its editor 
visits the workrooms of banks in all states and has 
frequent correspondence with bank operating men 


everywhere. 
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Newest, smallest member of the Farmall Famil 
FARMALL CUB for small farms. Also for large 
that need an extra tractor. 


in. 


The Farmall System 


of Farming is an 


THE SPIRIT OF SERVICE 
6,000 IH Farm Equipment Dealers are 


American Institu- Harvester’s point of contact with farm- 
tion. It has its roots ers. You will find many reliable pros- 
in the soil—on the pects for financing among your local IH 


Dealer's customers for farm equipment, 


farms of your neigh- motor trucks and refrigeration. 


bors. 


The Farmall System has increased productivity, speeded 
up field work, given farmers more leisure and greater 





FARMALL A—1-row tractor with “Culti-Vision.” Plows 3 


to 7 acres a day; cultivates 14 to 17 acres a day. Also operating economy, and brought better living and eco- 
FARMALL AV (high-clearance) for working in tall-growing m e } 
crops or crops on high beds. nomic security to the family farm. 


The “team” that has brought these benefits is a lineup 
of five basic models of Farmall Tractors—a size for every 
farm—and an endless selection of Farmall equipment 
especially designed for every region. Farmall machines 
—quick-attachable, mounted and pull-type—fit farms of 
every size and type, and every crop and soil condition. 


New developments are always coming in the Farmall 
System. Watch for them! 


INTERNATIONAL HARVESTER COMPANY 
180 North Michigan Avenue Chicago 1, Illinois 












FARMALL B (and narrow- 
tread BN) for 2-row cultiva- 
tion. Same peppy engine as 
in FARMALL A. Operates on 7 
to 10 gallons of fuel ao day. 


Listen to James Melton on 
“Harvest of Stars” Every Sunday. 
NBC Network. 









is a registered 
trade-mark. 


Remember — 


FARMALL H fits the average quarter-section farm. Pulls 
two 14-inch plow bottoms in normal conditions; culti- 
vates up to 35 acres of corn a day. Also FARMALL HV 
(high-clearance) for working in tall-growing crops or 
crops on high beds. 


FARMALL M pulls three 14-inch or 16-inch plow bottoms; handles 
4-row planters and cultivators and a 2-row corn picker. Also FARM- 
ALL MV (high-clearance); FARMALL MD (Diesel); FARMALL MYD. 


Only International 
Harvester builds 


Farmall Tractors. 


INTERNATIONAL [J HARVESTER 






Those who reach 
the top usually 
arrive by learning 
to do one thing 
superlatively well 


SAFETY PAPER FOR CHECKS Cr 


GEORGE LAMONTE & SON, NUTLEY, NEW JERSEY 


‘self Such INDIVIDUALIZED check paper E 
‘maximum poate eS ali Ite 
counterfeiting — makes identification 
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